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He Who Ventures—WINS 


REAT economic disturbances offer an oppor- 
tunity as a springboard for those concerns who 
venture most—to jump ahead. 

Ten years ago a similar situation existed. It was the 
opportunity for new and great selling organizations. 
Most of them sensed early the hunger for new goods, 
new styles and a new pride of possession. 

Ten years ago the man who held on to old goods was 
automatically forced out of business by the very weight 
of his inventories. 

We are not saying that there is a similarity of situa- 
tions today. That’s for each merchant to determine for 
himself. What we do know is that we 
change. Economists now say that the investment trusts 
were largely responsible for the speculative collapse of 
the financial districts of this country. 


are in for a 


The investment 
trust was actually a production plant to make money for 
investors on the factory plan. 

The day of the big mergers is about over. The day of 
production for production’s sake is about over. 

Inventories of goods possessed by the public are pretty 
full of old goods. Those organizations that have prof- 
ited by the selling of standard goods in bulk face a new 


picture 





a public satisfied with its own possessed stand- 
ard goods—and only in the market for “new idea” goods. 

The next decade belongs to the merchant who ven- 
tures. The man who has the right thing at the right 
moment when the public wants it gets the new dollar. 
We see that pretty well expressed in the final days of 
1929, when old merchandise, no matter what its cost 
price, “ain’t got no value.” 

Back into the scheme of things comes the man who 
ventures in style for a “new” want that is a real 
hunger in women, men and children. The beauty of 
things must be more a part of the goods of the future. 

Those concerns that are filled with the caution of in- 
ventory and therefore cannot venture in trade are going 
to find a new competition. 

We have pointed out time and time again that mere 


retailing of goods as a function of handling alone is 
slim-profit merchandise. 

Those organizations that center their control in the 
bookkeeping department are not going to increase sales 
and profits in the next decade. Bookkeepers are a cau- 
tious group and their influence results in “caution mer- 
chandise.” 


HE next decade belongs to those men who venture 
in trade and who plan to please a more selective 
Already the progressives are buying new goods 
It is the one great 


public. 
with new appeals of style and color. 
opportunity for individuality to win out. The buyer now 
becomes a real buyer in fact and not an assistant to the 
bookkeeper. 

Records and good business balance must go hand in 
hand into the new decade but on a 50-50 basis. Fortu- 
nate that concern possessing the spirit of adventure in 
new merchandise that is right in line with what the 
public wants. That concern will get to the top and hold 
its own in this new decade of opportunity. 

Now is the time for new resolutions and if every mer- 
chant made one resolution to use a new selling idea in 
his store each week for the next year, the shoe business 
would be good and then some. 

The shoe business doesn’t need a darn thing but the 
stimulation of public desire and well-directed work within 
It is a hundred times better off than half of 
It has more room 


the store. 
the retail businesses in the country. 
for the results of effort than most of them. 

Therefore the first resolution is to do business, not as 
usual—but alert to the unusual—and everlastingly sen- 
sitive to public wants. 


fate) la derens 





FOR BUSINESS MEN 


The greatest wastes of the 
age—thru taxation 


Every shoeman who has anything or can 
expect to have anything and wants to keep it— 
should read this article by Richard L. Prather 
of the RECORDER Staff 


business dull, had his advance man ad- 

vertise the show in the next town as 
being “For Men Only.” The result was a 
crowded house, which was deeply disappointed 
to find the entertainment entirely moral and un- 
objectionable ! 

But to label a book or an article “For Business 
Men Only,” that would have a very different 
effect. There would be no popular lure in that. 
Rather the opposite. But here’s the title; let’s 
see if it draws attention. 

For the role of taxpayer is one the business 
man has always played and always will play. 
This is especially true as to the merchant and 
the manufacturer, for their possessions are 
tangible, visible, get-at-able, and therefore in- 
evitably taxable, under every form of property 
tax. They never escape. And there is never 
any general movement toward the reduction of 
tax burdens upon them.—Editor’s Note. 


A. TRAVELING theatrical manager, finding 





HIS is about taxes, so if you are not in- 

terested in taxation, do not read it. But mil- 
lions of people are interested and you had bet- 
ter be. 

Our best minds have been casting about for 
remedies to stimulate failing prosperity. We 
hear that billions of dollars are to: be expended 
to relieve what may be a bad situation. But if 
the burden of taxes increases, what good will all 
those billions do? If a man gets ten dollars a 
day and has to pay out ten dollars to live, what 
good is it to him? 

Let us start at the very top of the heap. Na- 
tional government costs more every year. Once 
we heard of a “Billion Dollar Congress,” with 
astonishment. Now we read of billions appro- 
priated for governmental purposes without the 
least qualm. 

Do you know that every twentieth person in 
these United States is on the Government pay 


20 
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roll? Do you know that Government bureaus 
and departments have been made the means 
of paying political debts? Do you know that 
the pay rolls at Washington are packed, yes 
packed, with people who have been rewarded 
for their votes or influence in vote-getting ? 

The President asks Congress to merge cer- 
tain bureaus and cut off some of the pap suckers. 
He tells us that there are so many bureaus and 
departments that they overlap and handicap. 
He feels that we can dispense with a lot of them 
and save the taxpayer a lot of money. Will 
Congress permit this? Not on your life. 

Poor Old Shylock said: “You do take away 
my very life when you take away that which 
doth sustain it.” The average statesman (?) 
thinks that way. He knows that if he is deprived 
of his privilege of getting henchmen onto the 
pay roll his political life is ended. 

Are you with the President of the politician? 
Do you want the increase in governmental ex- 
penditures to leap ahead year by year? What 
will you do about it? Continue to ignore the 
very heart stream of prosperity ? 

Step down a step to State government. One 
Western State shows an increase in govern- 
mental expenditures of twelve million dollars. 
Think of that! Only twelve millions to some 
out of the pockets of the people. How many 
shoes can they buy if they are compelled to con- 
tribute such amounts to the living of a pack of 
office holders and bureaucrats? Have you any 
idea how much your own State is piling up the 
burden of taxation to sustain political ap- 
pointees ? 

Now take a look at local city government. 
We read of a city that votes through its council, 
or aldermen, to increase salaries of all office 
holders from top to bottom. Thereby is piled 
up a still greater burden of taxation. It all 
comes out of the pockets of people who can 
least afford it. Every dime added to the tax- 
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payer’s burden means a dime taken out of legitimate 
trade channels and placed in the purse of the pap sucker. 

Then carefully, oh so very carefully, consider your 
own selfish interests. If you do not own the building 
you do business in you pay rent. Has your rent in- 
creased? If your lease should expire tomorrow, would 
you be able to renew it at the old rate? Certainly not, 
because your landlord has had his taxes boosted. Some 
politician must get some more people onto the pay roll, 
therefore taxes must go up. And, you, Mr. Business 
Man, pay the toll. You may think not, but how about 
that increase in rent? What will you do about it? Pass- 
ing the increase along to the people who buy shoes from 
you seems to be about the only remedy. But that is 
becoming a very unsafe remedy. It kills more often 
that it cures. People are becoming a bit fed up on in- 
creasing prices. The peak has been reached for a lot 
of them. They are becoming a bit rebellious about it. 

This merry-go-round of passing the buck on to the 
other fellow is coming to its finish. 

Do you know anything 
about what is going on 
outside your store? Do 
you know the many 
tricks that are being 
worked to mulct the peo- 
ple? Take a look at a 
few. Here is a real 
estate man who wants 
to clean up on a worth- 


Comparison of Standards of Living and Weekly 
Wages 


corner lot enhanced in value. He gets a quiescent poli- 
tician to put up a lamp post, make new pavement, or 
some other improvement at the expense of poor old 
John Taxpayer. 

What are you going to do about it? Do you know 
the name of your ward alderman or councilman? Did 
you vote in the last primary? Perhaps you did and you 
walked down to the polls like a good party man and 
‘voted her straight.” You accepted the man your ward 
heeler picked out and voted for him with both eyes 
shut. You swallowed a crook, horns and all, because 
you are not interested in politics. It is a good, safe 
bet that if a real business man should offer himself for 
office you would vote against him and for some dema- 
gogue because you have a spite or grudge stowed away. 
Or else you are just too indifferent about all these things 
to do anything about it. 

Time to awaken, Mr. Business Man. Time to get into 
this matter and put honest men and business men on 
guard. Next year we shall have an election. Many of 
these men will be up for 
reelection. Many of them 
will go back to Washing- 
ton for another stay of 
six years. Six more 
years to stir up animosi- 
ties and hatreds. More 
and more unfair charges 
against business. More 
and more hampering and 
hamstringing of corpora- 





less piece of property. 
He enters into a scheme 
with some crooked poli- 
tician to foist it onto the 
city and take the pay out 
of the taxpayers. Or, 


tions. ‘Whatever is, is 
wrong,” according to the 
demagogue. To that 
they add: “What- 
ever business men ask 
for must be a steal.” 





he opens a_ subdivision 
and makes new streets, 
sewers, gas connections, 
light and power wiring, 
covered by a bond issue 
or assessment district. 


What are you going to 
do about it, Mr. Business 
Man? Much depends 
upon the next six years 
developments for you. 





People buy lots and 
build homes and the bal- 
ance of their lives pay a 
tremendous tax in the 
way of yearly assess- 
ments. Some fellow 


It may be the turn in 
your career. It may see 
the greatest calamity the 
nation has ever known. 
Surely, if the demagogue 
is allowed to go on his 
way our prosperity will 





wants his property tax 
decreased or his real 
estate tax readjusted 
downward. He makes a 
trade with the politician. 
Some chap wants his 


Weekly Wage Index—Dotted Line..... 
Standard of Living Index—Solid Line— 


Source of Information—Commerce Year Book 


Year 1913 at 100. 
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crumble to ashes and 
disaster speed its way. 
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FABRIC CHART 
For SPRING 








Ultra Fashionable and Volume Colors, 
Materials and Modes of Apparel for 


the Coming Season 








What will be the volume apparel colors for sports wear? 
Yellow greens, white with color accents, blue in very light tones, 
pinks and obscure pastels. 


What will be the volume apparel colors for street wear? 
Blue in many shades, green in combinations, yellow, browns, beige, 
printed silks in combinations. 


What will be the volume apparel colors for afternoon wear? 
Black, dark blue, printed silks in combinations, brown, beige and some green com- 
binations. 


What will be the volume apparel colors for evening wear? 
Vivid and pastel tones, black, light blues, reds, salmon corals, yellows and pastel, also 
white and navy blue. 


IVhat will be the most fashionable apparel colors for sports wear? 
Brown and white combinations, blue and white combinations, green and yellow com- 
binations, red and white, soft pink and beige clair combinations, three and four har- 
monizing colors. 


What will be the most fashionable apparel colors for street wear? 
Knit wear, white with color, beige and brown, one-tone soft pink combinations, some 
gray blue and white. 


What will be the most fashionable apparel for afternoon wear? 
Light and sky blues, lavender pinks, yellow greens, coral and white. 


What will be the most fashionable apparel for evening wear? 
White, black, reds, pastels, light greens and Patou bisque. 


What will be the volume materials for sports wear? 
Knit wear, shantung piques, linen, gabardines, cotton prints and printed silks. 


What will be the volume materials for street wear? 
Coat suits, printed silk combinations of fabric and silk, cotton tweed, silk gabardine- 
and shantungs. 


IVhat will be the volume materials for afternoon wear? 
Chiffon, crepes, some moire. 


IVhat do you consider the most fashionable materials for sports wear? 
A. Pique, silk gabardine, soudanette, linen, shantung and cotton tweed, crepella (activ: 
sports. ) , 
B. Combinations in linen, silk or light woolens in two piece effects, chiffons or crep« 
in three-piece suits. (Spectator sports.) 
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linen mixtures, all linen and all cotton. 


What. do you consider the most fashionable materials for afternoon wear? 
Printed silk and crepe ensembles. 


What do you consider the most fashionable materials for evening wear? 
Hand printed chiffon, plain chiffon, plain crepes in colors and whites. 


What do you consider the most fashionable types of apparel for sports? 
Light weight woolens, knit wear, linen, cotton, rajah or summer tweeds. 


What do you consider the most fashionable types of apparel for street? 
Hand-woven woolens, later crepes. 


What do you consider the most fashionable types of apparel for afternoon: 
Chiffon or crepe ensembles, taffetas, marquisettes or combinations. 


mes, What do you consider the most fashionable types of apparel for evening? 
Chiffon or crepe ensembles, heavy nets or combinations. 








eige, 


com- 


What will be the volume materials for evening wear? | 
F Taffeta, chiffon and georgette. 
What do you consider the most fashionable materials for street wear? 
Knit wear ensembles, light tweeds and woolens, rajah silk and summer tweed, cotton, 





also 


blues in all shades, combinations and tones will be popularized this coming 
season. 

The purplish blues and the really vibrant blues are cutting in the smartest 
houses. Combinations of blue with egg-shell, and blue with beige-clair, are 
to be fashionable. 

Green and yellow combinations will be used with beige-clair footwear, as 
will other combinations of the pastel family. Beige ensembles in very light 
coloring, will be accented by the dark brown shoe. 

Light blue ensembles will be worn with white or beige-clair shoes. Yellow 
will be worn with white shoes, beige-clair, beige or dark brown shoes. 

Dark brown will be worn with white shoes, with dark brown brougings or ac- 
cents, and with the all white shoe or beige with brown tip and quarter. White 


line- 


will be worn with the pastel shoe in kid, linen or novelties (light green kid 
preferred.) 

Blue in darker tones should be noted, as the daytime apparel will reflect all 
; shades of blue. The trim of the blue shoe should be studied so as to straddle 
— all tones of this color. Black will be worn with black and white combina- 
tions and all black. 

Note:—There is an opportunity for the Mary Jane type of shoe in popular 


grades. This with a 10 or 8/12 heel. 


Tepe 





com- 
i. © Of Particular Importance: 
( 
4 Colors for spring are clear but have a crayon appearance, an obscure tone 
which is new in fabric. Soft blue, pinks and light blue will be a midseason ac- 
pone ceptance. Shades of green in volume are anticipated as a carry through, but 
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a study of your costs of selling. This should be 

made the first action of the year. We explain 
in charts, the common figures for retail store operation 
in retail shoes, retail groceries, retail jewelry and retail 
tires. All businesses have something in commun. 


CY nay your store with the average. Make 


Can You Reduce Costs of Selling 
Shoes in 1930? 


warranted in charging the manager’s salary to expense. 
Each owner, active in the business should charge as 
expense a salary for his services equal to what he would 
earn if he were doing the same work for someone else. 
The salary of the proprietor, or each active partner, 
which is debited as expense is credited directly to the 


The expense of conducting a retail shoe business, in- 
cludes payments for items, such as wages, supplies, in- 
surance, and taxes, that are necessary for operating the 
store; the loss in value of equipment through wear and 
tear ; fair compensation for the services of the proprietor 
or partners; and rent for the 
store whether owned or leased. 

Every one of these items is an 
expense which the business 











=. just as truly an ex- Common Figures for Retail Store Operation 
pense of the business when the Retail Retail Retail Retail 
store is owned as when it is Shoes Groceries Jewelry _ Tires 
leased. . Per Cent Per Cent Per Cent Per Cent 
The oer ted Total Salaries and Wages ........ 14.7 10.9 17.8 14.4 
proprietor is warrante 
’ : 5 ; Salesmen’s Traveling and Other 
in charging a salary for him Direct Selling Expense........ én as at eae 
self to the expense of the busi- Advertising .........-....0000% 2.2 0.35 3.4 15 
ness, just as a corporation is Boxes and Wrappings ........... 0.2 0.6 + t 
. DOMVOEY oo csee tikes 0.25 1.2 + 1.0 
Office Supplies and Postage ...... 0.4 0.2 + 0.5 
( Telephone and Telegraph ........ 7 t + 0.3 
Sb ie ese 3.5 1.3 5.0 3.0 
4 Heat, Light, and Power ......... 0.6 0.3 0.85 0.7 
“2> Taxes (except on income and build- 
fABS): eves SESE REREAD 0.5 0.2 0.95 0.3 
Insurance (except on buildings) - . 0.5 0.2 0.8 0.6 
Repairs and Depreciation of Store 
Equipment ..... pibibiecai acest aie ; 0.6 0.45 0.9 0.9 
Total Interest ...........54.. 2.7 + 5.5 1.8 
Miscellaneous. Expense ..... Sawa 1.0 0.8 3.85 1.7 
Dues, Subscriptions, and Contribu- 
tions to Charity. ..........-.:. T , Bee t t 
Losses from Bad Debts .......... 0.2 0.4 4,55 08 
Total Expense 5035:6:/45000% 27.4% 18.0% 39.6% 25.5% 


+ Included in miscellaneous 
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proprietor’s, or partner’s, salary account in the General 
Ledger. The salary account is debited when cash for 
salary is drawn or when the merchandise is taken from 
the store for family use. If the entire salary is not 
drawn, the credit balance is treated as additional in- 
vestment. 

It may be necessary for the proprietor to divide his 
salary between buying, selling and managing. He can 
easily estimate the amount of-time spent in each, how- 
ever, and divide his salary accordingly. 

If he spends one-third of his time in buying, one half 
in selling and one-sixth in managing the store, then 
one-third of his salary is charged to SALARIES OF 
BUYING FORCE, one-half to WAGES OF SALES- 
FORCE, and one-sixth to MANAGEMENT AND 
OFFICE SALARIES. His salary can be divided 
monthly, semi-annually, or annually. It is not neces- 
sary, of course, that a daily memorandum be kept of 
the manner in which his time is spent; a close estimate 
can be made at the time the debit to expense is made. 
Although there are occasional mistakes in these esti- 
mates, experience shows that they are rare. The re- 
sults from different stores are so similar as to prove 
that the estimates are generally accurate. 

The trouble of making these estimates and additional! 
entries is amply repaid not only by the advantage gained 
through comparison with other stores, but by the at- 
tention which this method requires the manager to giv 
to the actual use of valuable time. 


O far as the other items of expense are concerned, it 

is just as easy to keep them in separate accounts as 

to lump them all together. When they are kept sep- 

arate, the store can be managed more efficiently, for the 

proprietor then knows which items of expense are heavi- 
est and which are tending to increase. 

Every shoe retailer has buying expense, whether or 
not he recognizes it. The value of the time which he 
spends in buying trips, in taking “size-ups,” in giving 
orders to traveling salesmen, in making out mail orders. 
and in inspecting samples is a buying expense. If an 
unnecessarily large portion of his time is spent in buv- 
ing, his buying expense is too high. It is worth while 
for the proprietor to make a separate charge for buy- 
ing expense as a check upon the use that he makes oi 
his own time. 

In view of the different policies of shoe retailers in 
making trips to the factories, in buying from whole- 
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salers, and in concentrating purchases, it is important 
that separate figures for buying expense be collected 
for making comparisons of the results of these policies. 

Just as the business is charged with salary of pro- 
prietor or partner, it is charged with rent when the 
store is owned. ‘The amount debited to this account 
should be the amount for which the store could be leased. 
It is an expense which the business fairly should bear. 
By including rent in expense whether the store is owned 
or leased, every business is placed upon the same foot- 
ing for making comparisons. 


VERY business should yield the owner interest at a 
fair rate on the capital which he has invested. The 
average net investment on which interest is charged by 
individual proprietorships and firms is the average net 
worth of the business for the period. The net invest- 
ment is the sum of the assets less the sum of the liabili- 
ties to outsiders. The assets include cash, merchandise on 
hand, equipment at depreciated value, notes and accounts 
receivable, and prepayments such as prepaid insurance. 
(;ood-will is not included, unless purchased outright 
The liabilities include notes and accounts payable and 
accrued items such as unpaid taxes and mortgage on 
real estate. 
The average annual sales per salesperson is ordinarily 
a very significant figure. A small volume of sales per 
salesman generally results in high salesforce expense, and 
vice versa. From the reports submitted, in stores selling 
low-price shoes, the annual sales per salesman commonly 
are about $7,500 a vear. In the more efficient stores of 
this grade $9,000 a year is the typical figure for each 
salesman. In the medium-price stores $10,200 is the 
common figure. In both of these groups the average 
annual sales per salesperson are much higher in the more 
successful stores than in the less efficient stores. In 
high-price stores there is a wide variation. In some cases 
the sales per salesperson are considerably higher than in 
other stores, but the average appears to be slightly higher 
than in the medium-price stores. 
In retail shoe stores the salespersons are usually paid 
a weekly wage. Only a few stores pay their salesmen a 
commission on their sales, since this not only involves < 
determination of policy, but also necessitates the keeping 
of a record of the sales of each salesman, which many 
stores are not prepared to do. Where commissions on 
sales are paid, it is asserted, the salesmen make then 


best effort, and increased sales result. 


Retail Retail Retail Retail 
Shoes Groceries Jewelry Tires 
Per Cent Per Cent Per Cent Per Cent 


SED Se 29.1 19.8 40.9 25.7 
ievevaseay 1.7 1.8 1.3 2 
iwweeses 1.9 10.0 0.9 4.5 
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Getting More Shoes Sold Right 


E. O. Ray 


The Next Decade—Ours 


+ OW is the time for optimism—not for exces- 
sive caution. Caution was what we needed in 

the first half of 1929 instead of excessive optimism, 
but anyone who advocated caution at that time was 
liable to be shot at sunrise unless, like Jeff, he didn’t 
get up early enough.” So writes Alvan T. Simonds, 
president of the Simonds Saw and Steel Co. 

If you were present at the Boot and Shoe Manu- 
facturers’ Convention last January and heard Mr. 
Simonds paint a not too rosy picture for the last half 
of 1929, then you can appreciate his change of mind 
‘following his very scientific study of the climbing 
cycles of industrial production. 

Mr. Simonds, is a practical and performing econo- 
mist, as proven by his own business. He now writes: 

“When the stock market smash came in the last 
week of October, 1929, President Hoover with his 
usual good sense and foresight realized at once that 
something must be done to avert serious depression, 
that something must be done to brace up weak 
knees, to change the psychology of the great mass 
of people in the United States from a psychology 
of despair to a psychology of hope.” 


President Hoover’s plan for leveling the road of 
business is to fill up the valley ahead by taking off 
the hill which comes before the valley. This to be 
etfective, of course, should be done before business 
gets down into the valley. On January 1, 1930, the 
President reports 26 States plan public works cost- 
ing $825,000,000 in 1930. This was not the case in 
1929. Business is now slowly going down into a 
shallow valley, but the profits made at the peak of 
1929 are still available to help fill up the valley which 
seems to be ahead. Therefore President Hoover 
would have business corporations spend now all the 
money they can spend wisely or that they will need 
to spend in the near future and which they can just 
as well spend now. He would have the Federal 
Government and the States, city and town govern- 
ments spend now all the money that they have avail- 
able or that they can raise for improvements that are 
needed and that they can afford to make now. If 
everyone cooperates heartily with the President, 
there is no doubt but that great good will be accom- 
plished and that the valley will be at least partially 
filled up and the business road made more nearly 
level than it otherwise would be. 

We believe that it is time for facing facts and 
for understanding some of the fundamentals of the 
major movements of business. We can see pos- 
sibilities of a sustained demand for shoes. There 
is a better capacity for business in shoes because 
of what has happened. It now needs the momen- 
tum of orders placed in the first weeks of Janu- 
ary to carry the entire shoe industry into a normal 
year’s work. 

When the pessimist of a year ago has changed 
into an optimist for 1930, there must be some deep 
and underlying reasons why a normal business is to 
he had by those who go after it. 

The shoe business has been in an anemic condi- 
tion as far as profits are concerned for a number 
of years. Perhaps it has taken a national jolt to 
bring it face to face with the definite need for a 
profit per pair. 

There are no evidences of swollen inventories. 
There may be other industries that have lost their 
stride but it is quite obvious that. the shoe in- 
dustry can step into 1930 for a better year. 


te. tt. 


Henry Ford Exposed 


E have traced Henry Ford to his shoe store. 

There was a need for doing it because of the 
nation-wide distribution of the wrong sort of pub- 
licity: “If Henry Ford Pays $6.25 For His Shoes, 
Why Pay More?” Believe it or not, there are dozens 
of low priced shoe store advertisements with just that 
phraseology, so it was up to us to find more facts 
about Henry Ford and his footwear. 
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Out in Detroit we find that Henry was a mighty 
good customer for a mighty good shoe—one of the 
best in the land. He paid a good price for his shoes. 
He bought plenty of pairs. 

The shoes purchased in Detroit were taken from 
the merchant’s stock and properly fitted—good 
shoes for a good pedestrian. 

But the past two years Mr. Ford has been buying 
his shoes on Fifth Avenue, New York. The shoes 
that he is now buying—and he made a purchase 
within the last few weeks of a number of pairs, 
were hand-made works of art and the price was in 
the neighborhood of $50.00 per pair. 

These facts are the real answer to the shoe pub- 
licity unfortunately linked up with Mr. Ford’s name. 
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Exit Jobbering 


NTER wholesaling ! 


If you have been in the habit of using the 


term “jobber” in the past decade, forget it for on 


January 1| that term went out of practice. It is now 


“wholesaler”. A “job-lot’’ may still be a “good buy” 
as bait to buyer — but 
betwix factory and mer- 
chant—the wholesaler. 

By the same token, the 
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Vandalism 


NEW element of danger is developing—strikes 
and labor difficulties in shoe factories. 

A recent strike in Brooklyn was attended by 
malicious destruction of several thousand dollars’ 
worth of finished materials. Some vandal entered 
the factory, slashed and cut shoes in the making 
and destroyed the entire supply of finished shoes 
in the packing room. 

This week th: Brooklyn Chamber of Commerc: 
offered a reward of $1,000 for any information lead- 
ing to the arrest and conviction of the person or 
persons responsible for this vandalism. 

A sorry state of affairs exists in industry when 
destruction of goods accompanies a declaration o! 
strike. 

The majority of these strikes are for no othet 
purpose than the creation of a communistic condi 
tion, for the demands of the strikers are far greater 
than business can possibly stand. 

The addition of the threat of vandalism is a form 
of strike coercion that no American business can 
tolerate. 

The fight is on to the 
finish and everyone in the 
shoe trade is in part in- 
terested in the fight. 





change of terms _ has 
brought about a change of 
spirit. The modern whole- 
saler is indeed the most 
modern institution with 
the most modern form ot 
service to be rendered the 
merchant who needs new 
shoes for a new day’s sell- 
ing, 

When a merchant needs 
the right shoe for the right 
purpose, his wholesaler 
has it in the right color 
and right size. 

Now is the time for all 
wholesalers to come to the 
aid of the merchant who 
needs new shoes. 
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\We point with pride to 
the big number of the 
Boot AND SHOE RECORDER 
that is still on your desk. 
Its publication last week 
is an indication of the 
spirit of confidence and 
courage that exists within 
the shoe and leather in- 
dustries. 

It was the largest tssuc 
of the Boor ANp Suoti 


RECORDER in many years 


It indicates an industry 
facing a new future with- 
out halucinations hut 


When Eastman started his new thirteen months’ calendar— 


four weeks to the month, he did nothing but play tricks with an 


historical institution. 
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We out-Eastman, the Kodak king, by showing the new calendar ) 
| for January—the black showing actual working time and the 
red the time for everything else. 


There are 744 hours in the month of January—5S52 for eat, 
sleep and be merry and only 192 for work. We suggest for 1930 
the use of ten hours of the S52 for reading and studying the 
Recorder and other forms of business reading, to make more 
effective the 192 hours of actual working time. 
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Simplifies 


How a Good Stock System 


Inventory 


By PAUL O. KUEHN 


NCE each year, in the month of January, there 

looms before the average merchant the grim 

spectre of annual inventory. Regardless of what 
the inventory may reveal, whether the story it tells is 
hitter or sweet, the task of stock taking is none the less 
one of the most annoying and burdensome jobs of the 
retail shoe merchant’s entire year. That is, unless he 
has contrived to simplify it by a systematic system of 
records carrying through the year. 

The time to plan ways and means of simplfying as 
much as possible the work of taking an inventory is not 
at the time of taking it or just before, but throughout 
the year. The plan of stock records that will make it 
easier and simpler should be put into effect the January 
preceding, and in order that merchants who may be in- 
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c.ined to consider favorably the adoption of such a sys- 
tem may have the benefit of our own experience and 
the system that has proved of great value to us, I 
am describing in this article the main features of our 
method. 


LLUSTRATED on these pages are copies of a daily 

statement, stock record sheets and inventory sheets. 
Before explaining just how we take our inventory, | 
want to explain a little about the perpetual inventory we 
have and also our stock buying system. 

On the daily statement we copy each day the total of 
the sales from the cash register reading, which gives us 
the total number of pairs, total sales and total cost of 
sales for each department, of which we have nine. From 
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PAUL O. KUEHN ‘ /\ 
Daily Statement ’ 
Y P 
CASH ISTER READINGS = _ DAY MO. DATE __192 
CASH RECEIVED TODAY DEPARTMENT oe SS 
PRS. amt. |  cosT PRS. AMT. Cost 
T T T T 
Cash Sales - ___| Foot Favor—Men 1 1 i | J 
Ree’d on Account | » ” —Women = 4 — | } 
—_— . »- oe 
Total Receip | — Children }—__}_}___ t 
Paid Outs and Refunds’ | - _ ad ” —Ballet J ™ 3 ; 
| — } } 
Cash to Account for ______| Foot Fashion—Men YF eo 
| : = 
Cash Deposited af " —Ladies } 
} ————— 2 — + — 
Cash on Hand | + —__—_ —J| Com. Stock—Hosiery =e | J —— = _ 
Total Accounted for i seetninaal ” _Find.—Rubbers | | 
} —— — + +—}  |_—_—__—_—_— = 
Over (Cr.)—Short (Dr.) a | |_| | " ; 
1 as a —Slippers | 
SALES RECORD Totals y | | : 
! 
SALES RETURNS 
Cash Sales ——— Salesman HOSE] AMT. HOSE 
Less Cash Sale Refunds ee 4 A == ae =. wae | 
Net Gash Sales Today ee no i ee oe SS oe _ 
' Charge Sales eae 4 D — - = - 
| Less Returns and E 
Allowances = * — + 
_ Net Charge Sales Today ee | = = — - ae “ be 
K — 
Net Sales Today ee Ie | 
—_ 4 ’ 
| } | 
ACCOUNTS RECEIVABLE - ae. | - 
Yesterday’s Balance es an P 
Net Charges Today | 4 ° 
T | 
Total on Books H r 
X1 
eceived on Accounts “ x2 _ | 
alance Outstanding X3 = 
Total | 
INVENTORIES 
JEPARTMENT OPENING RECEIPTS SALES CLOSING Short on Orders [Orders pot Rec'd TO ORDER 
PRS.) AMT. PRS. AMT. PRS.| AMT. PRS. AMT. PRS. AMT. PRS. AMT. PRS. AMT. 
*t Favor—Men —— | | 
” Women a ae | ———EE————EEEE | 4 
” Children " dill | nme email 
” Ballet += = _ a Le we -_ = = 
Fashion— Men = ee ee me Ii = = -——} es 
” —Ladies | (a Se q 
Stock—Hosiery | _ EE a a | 4 
—Find.—Rubbers a a } _ +—— 
ee Of a OS ee Se | 
” —Slippers - > 
Is | 
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this the returns are deducted, which gives ' | 
us the total net sales per day. On the bot- ’ 
tom of this statement where it says, “In- 
ventories,’ we keep a perpetual inventory. 
After taking the inventory, the figures grand total of all of the departments. 
which we have, are put in the “Opening” In our stock buying system, when a shoe i eogepapeon price — 
. . . . o 2 
column, total”number of pairs and the is bought the name of the manufacturer is 42,tf Py” — 
. . |AAAA 
amount. Then daily the merchandise we marked at the top of the page of all stock = 7 
. - . . . . * . | - 
receive, number of pairs and amount are put sheets, and it is immediately given a stock a 
in the “Receipt” column, according to their number, which designates the material, last cy | J 
department. In the next column, which is and heel and if it is the first shoe purchased : A 4 
marked, “Sales” we put the net number of on this last it is given the alphabetical let:er . 4 
pairs, the total net amount of the costs of A. On the first outline the shoe is then . , 7 
sales for each department for the day’s drawn, and the sizes ordered are entered in a 
business. the upper left size scale with a detailed de- 
To the opening column which was our scription of the shoe, as to material, trim, | 
inventory, we add the receipts and subtract closing, design, date ordered, date due, cost 
the sales, which leaves a balance of mer- price, terms and total number of pairs INVENTORY DATEL] Da. |» 1 PRICE 
chandise we have on hand. These figures ordered. ¢ eliiwlelnisinia« Ts 
are then carried forward to the next daily From this record the stock man immedi- sana 
statement and put in the opening column, ately makes tickets for this lot of shoes, so ou 
to which again receipts are added, sales de- that when the shoes arrive they are unpacked - 
° . . . © a : 7 
ducted daily, and this gives us a perpetual and these tickets clipped on. If the tickets : 
inventory for each department and the-#agree with the shoes, the sizes must be the . Le 
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same as those ordered ; if they do not agree, sheet in the column marked, “Rec'd,” the 
either the stock man or manufacturer has number pairs received from day to day. As 
made an error and the matter is immediately the shoes are sold on this stock number, the 
checked up. The stock man then enters in stock man crosses off the sizes that are sold 
the upper left hand corner of the stock in the size scale and marks down each day 
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the number of pairs sold, and pairs returned, which he sub- 
tracts and adds from the total of the preceding day, leav- 





i 
v. PRICE Cost 2a cacen arf enr'o ey C7. Tora: 


ing the balance we have on hand. 








When the next pattern is bought, the same last being used, 





the material and heel, it is given this same stock number 





with the letter B. The sizes ordered are entered in the size 
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[CONTINUED ON PAGE 71] 
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scale marked B, and only the sizes ordered which have been OX 
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Billy Rogers—Shoe Merchant 


By HAROLD WHITEHEAD 


BUSINESS CONSULTANT 


The Story Thus Far: 


ILLY ROGERS wanted to own a shoe store. He had $17,000 and some practical 

experience acquired as a salesman in Parker’s Shoe Shop. George Morland was 
willing to sell his store for $22,000. Acting on the advice of June Solent, Billy con- 
sulted Jethro Blunt, president of Fretton National Bank, and the latter scanned the 
figures on Morland’s business. Billy decided not to buy Morland out and after con- 
sulting his former boss, Parker, decided to launch his own business. He picked a 
promising location, acquired a stock and opened his store. Billy’s competitors made 
trouble by cutting prices. The matter of collections causes Billy and June a lot of 
worry. The decide to go on a cash basis and send out a collection letter to customers 
whose accounts are overdue. The letter produced unexpected results, angry protests 
and lost customers. Getting his stock down to a reasonable figure is Billy’s next 
problem. He hears a talk at the Chamber of Commerce on retail merchandising and 
later confers with the speaker, Professor Brinsted, on his own problems. He resolves to 
dispose of his dead stock at any cost. In New York, however, he is compelled to 
revise his opinions as to the value of his stock. He finally sells the surplus merchan- 
dise in Boston, but at a staggering loss. To increase his volume, Billy engages a young 
man, Sidney Patten, to sell shoes house-to-house. Patten makes a little progress and 
Billy decides to go out with him to discover what is wrong. He encounters some of 
the difficulties of that kind of selling and returns to face a fresh problem when Lyman 
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Acks, his chief salesman, is taken suddenly ill. Patten’s sales show a surprising in- 
crease and Billy wonders why. He accompanies the salesman on another trip. 





S Billy and Sidney Patten walked down “Hello, got my shoes? Come in and let me | det 
A the street, on the Tuesday morning on see if they fit all right.” whi 
which Billy had planned to deliver some Both young men then entered, and Patten in- lea 

of the shoes which Patten had sold, Billy noticed troduced Billy. The woman slipped off her shoes 1 
that his salesman looked anxious. Nothing was and Patten fitted the new pair; they were satis- str 
said, however, until they were in the trolley factory, and looked smart. The woman was } Bil 
going to Millege Heights, a small place about evidently pleased with them, for she said, rer: 
five miles from Fretton. “Very nice, I think, and now I'll get the phon 
: mor 


Patten broke the silence by saying, “Boss, I 
don’t see why the heck you come out here with 
me. The customers will pay mé O. K., but if 
you are along it might queer some of ’em.” 

“T can’t see that, “Billy responded curtly. “It 
seems to me that it should help to say that 
the owner was along to see that the shoes fitted 
properly.” : 

“Well, I don’t like it. It'll make ’em think 


32 


money. Let me see, I paid you two dollars and 
that leaves—” 

Before she could say more, Patten interrupted 
by saying: 

“T’m glad to tell you that them shoes will only 
cost you seven-fifty, so if you give me five-fifty 
it'll be O. K.” 


HE woman and Billy were both surprised 
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all 


as you don’t trust me. I tell yer, boss—” at Patten’s interruption. The woman spoke Go 

“Tell me nothing,” Billy interrupted, “I’m _ first. : the 

coming whether you like it or not.” “T thought you said they would be—” Sto) 

Patten relapsed into sullen silence and nothing “That’s all right, lady, I got the price mixed hin 

else was said until the two young men got off up, I figured on another number.” , 

Tt the trolley and made for the first house at which Patten glanced at Billy, but that young man fac 
i they were to call. Then Patten muttered: said nothing. The woman smiled and said in wre 
| “At any rate, boss, lemme do the talkin’.” pleased tones, ’ 
Billy saw no objection to this, so the salesman “Well, it suits me, of course, if you are sure you , 
took the pair of shoes to be delivered and rang didn’t make a mistake. But I told my husband I 
| the bell. A pleasant faced woman answered and_ that at nine-ninety it seemed a bargain to me.” Bil 
when she saw Patten she smiled and said: Billy had hard work to keep still, but he bot 
; Boo 
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When the Lawyer Reached for the Telephone Patten Changed His Tune 


determined to say nothing until he knew the 
whole story. There was something about the 
deal he couldn’t understand. 

The woman departed to get the money, and a 
strained silence followed during her absence. 
Billy wanted to ask some questions, but pre- 
ferred to wait until they were out of customer’s 
home. Patten was obviously worried, and his 
mouth assumed a defiant curve. 


[* a few minutes the woman returned and 
gave Patten the five-fifty, as she did so she 
remarked : 

“Of course, I get the service you promised 
me ?” 

“Sure, sure,’ Patten spoke hurriedly, ‘That's 
all right sister. Well, we'll be getting along. 
Good day, lady, see you again.” He made for 
the door, the woman following, when Billy 
stopped and in tones so mild that they surprised 
him said: 

“T hope you will find the shoes perfectly satis- 
factory, madam, and if there is the least thing 
wrong let us know.” 

The woman dimpled as she smiled and replied : 

“T will, but I think they will be all right.” 

Patten had the door open by this time, when 
Billy, who felt sure that he hadn’t got to the 
bottom of the thing added: 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Jan. 4, 1930 


“Just so that there will be no mistake, madam. 
would you mind telling me exactly what service 
you expect, we think it is a good plan to see 
that there is no mistake about it?” 

“Certainly, young man, although I don’t see 
why you ask. By buying from your man I save 
the selling expense and in return you sell me the 
shoes at your regular price, but repair them for 
me free of charge as long as they will stand it. 
I think it’s a very clever scheme your young 
man thought up; he tells me it’s his idea.” 


ILLY looked grimly at Patten who stared at 
him defiantly. Then he answered the woman 
“That’s right, madam, it’s his idea all right 
3ut unfortunately he forgot to tell me about it 
Of course it costs as much to send him here as 
it would to have you come to the store.” 
“That's what I thought,’ the woman said. 
‘When I told my husband about it he said that 
the shoes were not worth nine-ninety, but he 
figured you had put on the cost of repairing.” 
“The price is seven-fifty, madam, but there 
are no free repairs. I'll be glad to have you 
keep them at that price if they please you. But 
under the circumstances, | will take them back 
and return your money, just as you say.” Pat- 
ten here interrupted. “Hell, I’m through. I 


[TURN TO PAGE 60, PLEASE | 
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MISS 
ELIZABETH 
AMBROSE 
New Castle 


New York 





ISS AMBROSE says: “From a style standpoint 
the most interesting thing about interviewing 


retailers throughout the country is the fact that 
they all agree on color. Naturally in the South and 
Southwest the emphasis is on light shoes, in the East 
and Middle West and Northwest, on dark, but retailers 
were unanimous in their liking of one or two shades ol 
brown, one or two beiges. 

“The outstanding feature of the season is the fact 
that neutral beige shoes (the suntan shades) are los- 
ing much of their former style importance. In gen- 
eral, retailers are buying a few shoes in these shades, in 
conservative models, but they feel that the smart woman 
will wear cocoa brown shoes for spring, very pale beiges 
and white for summer. In other words, because of the 
style importance of brown as an accessory color “the 
shoe to wear with everything” is brown, this spring, in- 
stead of neutral. These new browns are especially 
effective with the pastel tweed sui‘s that are expected to 
be a volume fashion for early spring street wear. 

“Very pale beiges—light enough to contrast effectively 
with a sunburned stocking—are popular for summer 
afternoon wear in the North, Middle West and North- 
west, and for early spring wear in the South and South- 





west. There is every prospect of a good white season, 
also. 

“The question of navy-blue is very much to the fore 
in the minds of retailers, because of the general dis- 
appointment in this color during the past fall and winter. 
Since it is recognized that navy-blue will be an important 
costume color for spring, most retailers are holding 
their stock of navy-blue, instead of putting it on sale. 
They are also buying some additional shoes in the new 
bright blue called Larkspur. 

“Dark green was so successful this winter that most 
retailers feel it will carry over until Easter. There is 
no question that Cuban-heeled dark green shoes, with 
bags to match, will be very smart in contrast to the light 


Leather Company 


FASHION ADVISOR 
OF INDUSTRY > > 


Before she became _ fashion 
advisor and advertising man- 
ager for New Castle Leather 
Co., Inc., Miss Elizabeth Am- 
brose was shoe editor of Vogue, 
and thus gained a broad under- 
standing, not only of shoe styles 
but of the general fashion trends 
which influence them. Before 
joining the staff of Vogue she 
was assistant to the stylist of 
Stehli Silks Corporation. 


green tweed suits that are expected to be so important 
this spring—but salesmen must be trained to suggest 
this fashion, if it is to be successful. Dark green shoes 
on high-heeled lasts will be smart with the new prints 
on dark green grounds. 


667 IGHTER green shoes should sell well for late spring 
~and summer. In dress fabrics, two important 
ranges of green are coming through—blue-greens and 
yellow-greens. These two families are about equal in 
style importance—the blue-greens are a trifle newer, the 
yellow-greens (much softer than the Chartreuse of last 
year) seem, at this writing, destined for a little more 
volume. Unless a shoe retailer’s stock is very extensive. 
it should not be necessary for him to carry both a yel- 
low green shoe and a blue-green shoe—either shade is 
good. In a department store, the shade featured should 
correspond to the dress shade featured by that store. 
“Pastel shoes, in kidskin or fabric, are very. important 
this season—the proportion to the rest of the stock can 
only be determined by the merchandising policy of the 
particular store, because, obviously, a family shoe store 
will do much less business of this type than a high-style 
women’s shoe store in the same city.” 
The foregoing observations by Miss Ambrose are 
outstanding retailers 





based upon interviews’ with 
throughout the country during a recent trip covering 
more than eight weeks, which took her to the Pacific 
Coast. This trip was devoted to showing the new spring 
colors and getting the reactions of retailers. She was 
therefore able to observe closely the sectional variations 
in color and style preference. In the course of her trip 
she talked with many merchants and buyers and ad- 
dressed a number of meetings of salespeople. -Miss 
Ambrose declared that, despite the sectional differences, 
she found a remarkable unanimity of opinion among 
shoe buyers as to the dominating color and fashion 
‘rends for the coming season. 
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LL-RUBBER ~~ 
GAITERS... ee 
hold fashion’s fancy 
for Winter and Spring. 
In the Converse ENSEM- 
BLE you'll find a concealed 
fastener all-rubber novelty 
that not alone embodies the 
delightfully graceful lines of 
today’s style demand but — and 
it’s a most important “but” from the 
merchant’s viewpoint—which also fits 
a wide variety of women’s lasts. If 
you've struggled mightily to fit shoes that 
just wouldn’t, you instantly appreciate the 
ease and readiness with which the ENSEMBLE 
slides on over the shoe. 


Slim, shapely, 
light weight, all 
rubber gaiter, 

moiré design... 
Talon concealed hook- 
less fastener... silky 

lining won't mark stock- 
ings... in the desirable colors 
—gunmetal, chocolate and black. 


onverse 


The Converse 1930 Footwear Catalog is just from 
the press and shows, besides a number 
of quick-selling novelties, the complete 
Converse line. Your copy awaits your 
request. Why not write for it— today? 





Converse Rubber Company, Dept. BS- 17 ® ® 

— Malden, Mass.; 101 Duane Street, New B I G LI N E 
York; 3932 So. Lincoln Street, Chicago; 

646 Stinson Blvd., Minneapolis. WATERPROOF FOOTWEAR 
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NOW...IS 


to make that big 


. 


_ is a choice of two main enjoyed in the year just ended. 


trends in retailing facing every To these retailers, and other 


members of the N. S. R. A., we ex- 


tend a hearty invitation to visit 


shoe merchant today. Because we 
firmly believe every shoe merchant 


should see them clearly—whether : 
us in our display rooms at St. 


we benefit directly or not—we ; ,; 
y Louis, where we will have on dis- 


have summarized them again at ; ; 
5 play a complete line of the beauti- 


this important time on the op- 
P P  fulnew Queen Quality creations for 


" 
oe Spring, 1930, including that amaz- 


At this time also we take pleas- ing profit-maker, the Arch Form. 


ure in extending our heartiest 


greetings and thanks to the re- 
HOTEL JEFFERSON 


ROOMS 231-232-233-234 
increased volume of business we January 6 to 9 inclusive 


tailers who gave us the greatly 





CHICAGO SALES OFFICE: evn AE NEW YORK SALES OFFICE: 
209 South State Street 908-910-912 Marbridge Building 


THOMAS oS. PLANT CORPORATION 
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THE TIME 






decision for 1930 


[1] You can buy a few shoes here and 
there from many makers, and risk 
your profits in close-outs of odd lines at the 
season’s end. 


You can draw on the In-stock services of a 
half dozen companies, but you'll get better 
service if you concentrate on one or two. 


You can feature your own name in shoes but 
experience is teaching that advertised names 
sell more quickly, with lower selling cost and 
faster turnover. 


You can experiment till you find a big idea 
and spend time and money putting it over. 
But it’s quicker and costs far less to swing 
along with a compelling national campaign 
working for you all the time. 


You can dabble in style with a few of your 
own creations. But it is wiser to leave to com- 
petent stylists the things that are the stylists’ 
and so build a volume business with a broad 
line of numbers that are proven out before 


you buy them. 


You can take a long profit on a few sales, 
but the way to make CUSTOMERS is to get 
a legitimate markup and to get your profit on 
your turnover. 


You can slash prices and qualities to meet 
chain competition. But you can’t match their 
resources. Therefore the wise merchant is 
trading up with a strong line and building 
on a quality and repeat business that is hard 
to undermine. 
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IN-STOCK CENTERS: 


a 





[ 2 | You can concentrate on a strong linc 
like Queen Quality. 

And draw on the tremendous resources of a 

company big enough to help you build a per. 


manent business on a sound basis. 


Big enough to effect savings through eco- 
nomic production and so to pass along excep- 
tional values to you. 


Big enough to employ styling genius and to 
gather fashion information that no retailer 
alone could afford. And so to anticipate every 
style trend, and localize its details for you. 


Big enough to hire the best merchandising 
and advertising brains to help guide _ 
through a constructive period. 


Queen Quality’s fine In-stock service enables 
you to keep your stock small and yet fully 
sized—and so to turn it more quickly and 
more often. 


You lower your selling cost and cut down 
sales resistance by featuring shoes which 
already have consumer acceptance. 


You cash in on Queen Quality’s national ad- 
vertising which in your town is YOUR AD- 
VERTISING. It works for you automatically. 


By allying your own good name with a re- 
spected trademark you are sure of a sound 
markup. You are building a business that is 
on a permanent basis, a business strong 
enough to more than match your competition. 





BOSTON ATLANTA 


















“I never had heard of anything that “When a man enters this Company . . . “The first few years of my training were 
offered the young man quite such a suc- he becomes a member of an organization the happiest years of my life because of ord 
cessful future, and possibilities were which offers opportunities that are un- the positive assurance that I was going suc 
never greater than now.”’=R. S. Currell. limited.”—L. H. Treisch. to succeed.’’—W. C. Johnson. M. 


Men who can hold 


will never 


ee you shoulder a real jobP The J. C. Penney Company is 





looking for men with the dependability and fine spirit that mark 

their personnel. A Penney training is a recognized guarantee of 

sound business judgment and ability anywhere in the merchandising 

° field. And the men here share in the profits they create—do you? 
We want young men between 21 and 35 years, with a thorough ground- 

ing in the shoe, clothing or dry-goods business, with a clean record, 

ready for a success equal to that enjoyed by these representative 

Penney men. 








t , ee 






R. S. Currell, manager, watches the L. H. Treisch can well be proud of the W. C. Johnson manages the San Antonio, 
progress of the J. C. Penney Co. store in busy J. C. Penney Company store in Texas, store, a southern outpost of the 
Rapid City, South Dakota. Everett, Washington, J. C. Penney Company. 
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“‘Who would not be willing to trade his “The 12 years I have spent with the J. C. “The past eight years have convinced 


ordinary intelligence and real effort for Penney Co. have been the happiest of me that the chance offered by the J. C. 
success such as our Company offers.””"— my life. My success has far exceeded my Penney Company is unequalled in the 
M. J. Maynard. expectations.’’"—R. P. Robinson. merchandising field today.’’=K.G. Foster. 


these jobs «<--> 
be without one 


If you feel you are qualified, write to J. C. Penney Co., Inc., Atten- 
tion Mr. J. D. Keyes, Room 1703 R, 330 West 34th St., New York, 
N. Y.; or Attention Mr. E. M. De Moss, Room 1351 R, 400 S. 14th 
St., St. Louis, Mo.; or Attention Mr. Wm. H. Dayton, Room 1323 R3, 
Russ Bldg., San Francisco, Calif.; or Attention Mr. A. M. Walters, 
Room 1125 R3, Perrine Bldg., Oklahoma City, Okla. 


J. C. PENNEY CO., INC. 








SOLER RULE 


ee 077 arin 


6.6. ees ea eta ae 


Pr.) vl 
pray 











R. P. Robinson has proved the value of 
the J. C. Penney Golden Rule Policy by 
his store in Twin Falls, Idaho. 













M. J. Maynard is very happy to see the K. G. Foster is manager of the J. C. 
J. C. Penney store in Adrian, Michigan, Penrey Co. store in Reno, Nevada, one of 
rapidly growing in prestige. the 1,400 stores in the United States. 
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mittee, that more than 1500 shoe retailers would 

attend the M. A. S. R. A. Convention at Hotel 
Adelphia, Philadelphia, Jan. 20-22, is being supported 
by increasing indications of widespread interest. Espe- 
cially encouraging is the report from the Display Com- 
mittee, whose room bookings exceed last year by a large 
degree. The convention promises to be unusual and 
of more than ordinary interest to retailers, providing 
as it does an opportunity to study and compare styles, 
materials, patterns, lasts, workmanship and values. 

In a message to the directors, President George W. 
Ludebuehl emphasized the fact that everything possible 
should be done to present a program along strictly busi- 
ness lines, one ‘that is educational from beginning to end 
and direct every other convention activity with the 
same objective in mind. Every director pledged himself 
to support such a convention. The purpose to make it 
thus a strictly business gathering is reflected in the 
following program: 


Sunpay, Jan. 19, 1930 


4.00 P. M.—Directors’ Meeting. 
7.30 A. M. to 9.00 P. M.—Registration, Banquet Floor. 


Monday, Tuesday, and Wednesday—Convention Sessions, 
Banquet Floor. 


Monpay, Jan. 20, 1930 


9.30 A. M. to 6.00 P. M.—Registration, Banquet Floor. 

10.00 A. M.—Opening Session. George M. Garman, Philadel- 
phia, Chairman General Convention Committee, Pre- 
siding. 

Invocation—Rev. A. Pohlman, Philadelphia. 

Address of Welcome—Hon. Harry E. Mackey, Mayor of 
Philadelphia. 

M. A. S. R. A. President’s Message—George W. Lude- 
buehl, Pittsburgh, Pa. 


v i NHE prediction of the General Convention Com- 





BUSINESS and | P 


Keynotes 


Leaders in Government and Industry to 
Speak at Convention. in Philadelphia 
January 20-22 


AAA 


Greetings from Philadelphia Shoe Retailers’ Association— 
Sam Saunders, President. 

Greetings from Philadelphia Shoe Travelers’ Association 
—Paul Lippincott, Jr., President. 

Greetings from Philadelphia Shoe Wholesalers’ Associa- 
tion—Harry Bell, Jr., President. 

Greetings from Tanners’ Council of America—Laird’ H. 
Simon, Philadelphia. 

Greetings from Calf Tanners’ Association—G. H. Mealley, 
Philadelphia. 

The Business Man and His Organization—D. A. Skinner, 
Secretary, Chamber of Commerce of the United States, 
Washington, D. C. 

Business Outlook for 1930—A. H. Geuting, President, 
N. S. R. A., Philadelphia. 

1.00 P. M. to 6 P. M.—Inspection of Displays, Fifth to Tenth 
Floors, Hotel Adelphia only. 

This is your opportunity to compare styles, patterns, mate- 

rials, lasts, workmanship and values. 
8.00 P. M.—Fun, Fun, Fun. Stag Night. 
Banquet Floor. 


Tuespay, JAN. 21, 1930 


9.30 A. M. to 6.00 P.M.—Registration, Banquet Floor. 
10.00 A. M.—Retailers’ Forum Session. Roy Walter, Vice- 
President, Presiding. 
Jesse Adler, N. S. R. A. Vice-President, N. Y. Forum 
Director. 
Time allotted for each subject, 15 minutes. 
1. Airplane Speed in Merchandising—Frank J. Weller, 
Stroudsburg, Pa. 

. Unethical Practices—John B. Irvin, Jr., Williamsport, 
Pa. 

Credit Business—Thomas A. Sanner, Philadelphia, Pa. 

. Buying the Right Sizes—Carl Reyer, Sharon. 

. Spring Colors and Leathers—Miss Hilda Rau, Style 

Service Director, New York City. 

. Glace Calf as a Style Factor—Miss Ruth H. Kerr, 

Style Analyst, New York City. 

. Cooperative Buying—J. S. Skelly, Philadelphia, Pa. 

. Don’t Trade Insurance: Buy It—James S. Kemper, 

Chicago, IIl. : 

. M.—Joint Meeting of the Advisory Committee of the 
M. A. S. R. A. and the Board of Directors. Officers 
of all local associations, please attend. 

1.00 to 6.00 P. M.—Inspection of Displays, Fifth to Tenth 
Floors, Hotel Adelphia only. 
12.00 Noon to 2.00 P. M.—Election of Officers, Banquet Floor. 
7.00 P. M.—Good Fellowship Banquet, Banquet Floor. John 
C. McKeon, Philadelphia, Toastmaster. 
Address—The Hon. James J. Davis, Secretary of Labor, 
Washington. 
Address—The Hon. Clifton A. Woodrum, Congressman 
from Virginia. 
10.00 P. M.—Informal Dance. 


You'll like it. 
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WEDNESDAY, JAN. 22, 1930 


9.30 A. M. to 4.00 P. M.—Registration, Banquet Floor. 


10.00 A. M.—Convention Session. 
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1.00 to 7.00 P. M.—Inspection of Displays, 


President George W. Lude- 
buehl, Pitttsburgh, Presiding. 

Secretary and Managing Director’s Report—Cal J. Mensch, 
Philadelphia. 

Treasurer’s Report—Lee Reineberg, York. 

Association Advantages—James H. Stone, Manager, N. S. 
R. A. 

Modern Merchandising-Advertising—Ernest A. Burrill, 
Educational Advisor, N. S. R. A. 

Essential to Merchandising Success in 1930—H. Ennis 
Jones, Vice-President, Franklin Trust Co. 

Voting on Amendments to Constitution and By-Laws Rec- 
ommended by Board of Directors. 

Report of Committees—New Business—Adjournment. 

Fifth to Tenth 

Floors, Hotel Adelphia only. 


4.00 P. M.—Directors’ Meeting. Election of Officers, 


The following is announced as a partial list of exhibitors: 
Room 


Name 
Amalgamated Leather Co............00. Philadelphia, Pa. 
Amalgamated Leather Co.............+- Philadelphia, Pa. 
Be. 5. FIO, GHB oi occ cs civeciesvcveses Amesbury, Mass. 
Pei. TR GID so 0:65:00 4:0:006000008000 Boston, Mass. 
Path SAeGeeE BBE Co. cos cccccsccccsees Auburn, Me. 
Ault-Williamson Shoe Co.......ss.eeeeee- Auburn, Me. 
emerete WOE GB. oociccccseccsvocoees Boston, Mass. 
I SE Bn ves es denssucessens New York City 
Bloom, Langer & Lippman Co............. Boston, Mass. 
lt SE EN, 5 Sfonbbebysdesd<ecedaenes New York City 
BE De TN ie cos dic cv es0ccn00ssesese Philadelphia, Pa. 
NT SIE ON hn os 5.05 600900080s60 50% Boston, Mass. 
Calf Tanners Association..........ce00¢ Philadelphia, Pa. 
CE SE Coc cndeseveesenesdasseonns Carlisle, Pa. 
Commonwealth Shoe & Leather Co....... Whitman, Mass, 
EE EE SG okt cde nds ssseosneesene Brockton, Mass. 
Curtis-Stephens-Embry Co..........sseeeee- Reading, Pa. 
SE ING 69 5 004450400060 60008038 Brooklyn, N. Y. 
IE Gh 6 9.055006 00000neneeees Baltimore, Md. 
IE SAE so scat seneveuwseswns Baltimore, Md. 
NN SN ON 6he 500s 00s50080080 Portsmouth, Ohio 
Dryzer & Rosenberg, Inc............++. New York City 
RUNG As SEE ED. ccaccscnswecesssees Brockton, Mass. 
eG MNES S55. 6.6.00:000 0080040080" Boston, Mass. 
Bp EE Bg Bs 0:6:0:0:30000000608% Philadelphia, Pa. 
Finkelstein & Kessler...........e0see0 Philadelphia, Pa. 
Finkovitch-Levine Shoe Co..........e0.06: Boston, Mass. 
Nathaniel Fisher & Co........ccccccces New York City 
EE NE Fn on 55-05064000080500080008 Chicago, III. 
Ry ie Ea, BINS 55500 0ssescesteods Rochester, N. Y. 
i ES cpaehdetews'sssseerseeenel Boston, Mass. 
SE I ino 6.c06s0500ensonrsiasees< New York City 
SD SN IY, CDSs pe seenceceesseeecs en Boston, Mass. 
The Hagerstown Shoe & Legging Co..Hagerstown, Md. 
SF 8 errr Manchester, N. H. 
TS ccccveudsvhcandessseecoas Milwaukee, Wis. 
NE NIE O50 4-4.0 opis 95d0eseboicseee Philadelphia, Pa. 
Johnson, Stephens & Shinkle Shoe Co...... St. Louis, Mo. 
Johnson, Stephens & Shinkle Shoe Co...... St. Louis, Mo. 
W. L. Kreider’s Sons Mfg. Co............ Palmyra, Pa. 
es RE OE Gy Bios ocscicceccens New York City 
NE IID GING 6:0.6:0.00:6054056654 000608 Philadelphia, Pa. 
ee ncn sd5s svesssdbbavensedec Baltimore, Md. 
I SO CE non cewccaseedeeceseee Baltimore, Md. 
By NE OE ID 55 65:05:00 06003506004066 Baltimore, Md. 
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910 
1006 


1020 
1017 
1015 
709 
701 
717 
610 
1011 
818 
817 
919 
1002 
706 
1005 
710 


DISING 





IC Program 


National Retailers Mutual Insurance Co....Chicago, Ill. 
Natural Bridge Shoemakers, Inc., Division of 


CO PEE Ge sccc cccccccesssoces Lynchburg, Va. 
John Pilling Shoe Co.......cccccccccescces Lowell, Mass. 
OS By fo errr reer ert Tr Rochester, N. Y. 
Robinson-Bynon Shoe Co........-...0+0+ Auburn, N,. Y. 
S. Rosenberg & Son, Inc.........ccccccceee Boston, Mass. 
2, 2 ee SS I on evi cceecesseuns New York City 
es NE FE ios cccescscccccs Philadelphia, Pa. 
Ne ican ce eeecsesokesssus Philadelphia, Pa. 
ON re Rochester, N. Y. 
Re BE FE Gs. TAB ocinsnccsccvcsse Auburn, N. Y. 
EE SOO BE, GO. ccc ccccccesccccce Milwaukee, Wis. 
I Ce BD Gi nsecscscsessseses Haverhill, Mass. 
The Stetson Shoe Co., Inc......South Weymouth, Mass. 
Be I, NN 5.55:64-6 50045 008s 0000 New York City 
N. B. Thayer & Co., Inc..........North Rochester, N. H. 
EE PN Bk écidvccduneeneninsss Philadelphia, Pa. 


George M. Garman 


is 


tion. 


general 
chairman; Ben Shaub, 
Lancaster, 
display committee; Roy 
Walter, 
is chairman of the pro- 
gram committee. 
Mensch, managing di- 
rector, 
with the various com- 
mittees 
plans for the conven- 


convention 
heads the 
Wilkes-Barre, 
Cal 
is cooperating 


in perfecting 











The itn best value ! 


This shoe is the retailer’s best asset. For repeat business, turn- 
over and profit THE TORSON ARCH SHOE has no equal, 

Its superiority lies in a scientifically designed last which insures 
proper support at every point of contact—like your footprint in the 
—. An alloy Flexible Steel Arch, moulded right and left, keeps 

this contact. 


Style No. 901—Black Kid Oxford........ $4.25 


Style No. 902—Black Kid Blucher Shoe. .864.26 
Style No. 900—Brown Kid Oxford....... $4.40 


Style No. 903—Brown Kid Blucher Shoe. .$4.50 


The four above styles carried in stock 


Heel Ball Size 
AAA A 7 to 12 
A Co 6 to 12 
B D 6 to 12 
: D E 6 to 18 
Always in Style EEE 6 to 12 


Always in Stock HEROLD-BERTSCH SHOE CO. 


a pe ho — = SHOE MANUFACTURERS SINCE 1892 


wear man GRAND RAPIDS, MICHIGAN 
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VICTORIA HOTELL 


7 AVE. AT 51ST ST. NEW YORK 
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: ee ” iS 
K Resa ‘ ° Truly One of New York’s Real Fine Hotels 
5 and Repeat is Just Completed 
Ki Businessto 
5 Vin. is ROOMS with BATH and a= 
Fy Tibinns Miednens and be Shower, Circulating Ice $ day 
: Rue aid Tig as: Sucutnps—Deody © Water, Servidor......... 
x mootnsoles. é to Ship. % , 
K 3 SINGLE ROOMS—$3.00, $3.50, $4.00 
: “Rochester Made Means Quality.” % 

2 DOUBLE ROOMS—$4.50, $5.00 





Write 





With Twin Beds—$6.00 






Maize Shoe Company, Rochester, N. Y. 


Wire at our expense for Reservation 








A WONDERFUL SIDE LINE for Commission Sales- 
men. Good territory open NOW. Correspondence 
Confidential. 


LE ROY MOULTON 


Res. Mgr. 
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THE TRAVELING 


AA A 


Sh was a 
large turnout 
of members at the 
annual meeting of 
the Rochester As- 
sociation of Travel- 
ing Shoe Salesmen 
at the Rochester 
Chamber of Com- 
merce Saturday, 
Dec. 28. Officers 
for 1930 were 
elected as follows: 
President, A. J. 
McLeod; vice-pres- 
idents, A. Cleve- 
land Edson, George Baker, Jr., Ray 
Statt and Willard C. Goodger; secre- 
tary-treasurer, Clarke B. Rowley. 
Raymond Arnot was the speaker and 
guest, and he gave an interesting talk 
on the future of America from a stand- 
point of commerce, manufacturing and 
finance. 

The association indorsed the candi- 
dacies of T. A. Delany of Boston for 
secretary, Lou B. Reamer for presi- 
dent and Joe Kalisky for vice-presi- 
dent of the N. S. T. A., and gave in- 
structions that the Rochester votes be 
cast for them at the coming conven- 
tion in St. Louis. 

Resolutions were adopted in mem- 
ory of the following members, who 
died since the last annual meeting: 
Harry J. Beatty, John S. Davies, for- 
mer President R. B. Leard, W. J. 
Owen, John M. French, Fred S. Mock, 
Ben B. Blythe, William E. Schoell and 
John M. Scofield. 

New members elected were Paul E. 
Chevillat, Paul L. Kimmel, Herman 
Holman, Hugh L. Kinkaid, H. W. 
Watkins and E. G. Barlow. Treas- 
urer Rowley reported receipts in 1929 
of $1,465.62 and disbursements of 
$1,148.66. This included seven death 
benefits totaling $700, paid to sur- 
vivors af active members in good stand- 
ing. A New Year’s dinner was en- 
joyed, also cigars with the compliments 
of the Boor AND SHOE RECORDER. The 
Rochester association was formed in 
July, 1911. 





A. J. McLeod 





[IX a wonderful tribute to the loyalty 
and worthiness of the late D. W. 
Christian, Groves Shoe Company, Chi- 
cago, recently addressed a letter to 
many retailers in the Indiana, Michi- 
gan and Illinois territory wherein 
David Warren Christian was so widely 
known. The response from the trade 
was in keeping with the splendid act of 
the Groves company, manifested in a 
98 per cent reply from all the retailers 
to — the Groves announcement was 
mailed. 
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F you were fired—lost your job— 

would you have confidence or feel 

ashamed in approaching the shoe 
travelers association in your section to 
learn what positions are open? 

Less than sixty days ago at the head- 
quarters of one of the biggest manu- 
facturers of men’s shoes, the sales 
manager was assuring two of the sales 
staff that the company never “fired” 
its men unless for good cause. Thirty 
days ago this salesman received a tele- 
gram of appreciation for his share in 
the company’s big gain in percentage. 
But less than two weeks ago he re- 
ceived advice that the company’s plan 
of expansion for 1930 called for changes 
in his territory, and in the vernacular 
of the road he was “given the gate.” 

This salesman stands well in his par- 
ticular territory. When he took the 
territory four years ago, he sold $60,- 
000 the first year; $91,000 the second; 
over $120,000 the third, and this year 
his shipments will run around $130,000. 

He never thought he’d need the 
“Travelers” to help him get a job. And 
the trouble with this man was he didn’t 
think of the good he’d be doing helping 
others that are in need of help by their 
fellows. That’s one of the many things 
the travelers’ associations do. This 
man wrote the national secretary’s of- 
fice to learn what jobs are open. He 
was too much ashamed to asked the sec- 
retary of his “local” to which he used 
to belong but where he’s been “delin- 
quent” for a couple of years, and had 
his name read aloud as a “delinquent” 
and finally charged off as a hopeless 
liability. 

There’s a lesson here for. every sales- 
man selling shoes. It pays to “be reg- 
ular,” which means training with the 
other men in our particular line of busi- 
ness effort. Trade standing is a form 
of credit. It’s a valuable something 
that you have to accumulate when you 
don’t need it, so it will be ready for 
use if you ever do need it. 





T= Central Association Traveling 
Shoe Salesmen held its monthly 
meeting at the Savoy Hotel, Kansas 
City, Mo., on Saturday, Dec. 21, 
at which time the following officers 
were elected to serve in 1930: A. B. 
Calhoun, president; B. J. Shaw, vice- 
president; J. R. Sells, secretary and 
Treasurer; J. C. Dingle, W. T. Hombs, 
E. O. Graham, directors. 

The following delegates were ap- 
pointed to attend the National Con- 
vention: C. H. Russell, S. H. Barnes, 
J. R. Sells. The death of one of the 
association’s oldest members, Edgar S. 
Van Patten, was reported. 

The next meeting will be Jan. 18, 
and all shoe travelers are welcome. 
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News 
of the Road 


SCORE or 
more of men 
who carry New 
England - made 
shoes throughout 
the Southland — 
members and 
guests of the 
Southern Shoe 
Salesmen’s Associ- 
ation — attended 
the thirty - ninth 
annual banquet of 
the association, 
held Friday, Dec. 
27, in the Hotel 
Westminster, Boston. L. F. Burdett, 
as president, occupied the center 
chair at the head of the table. At his 
right were F. W. Stanton, who has 
been secretary-treasurer of the organi- 
zation for thirty years or more, and 
the newly elected president, Charles 
O. Quimby. At his left was T. A. De- 
lany, secretary of the National Shoe 
Travelers Association. ; 
Features of the meeting were the 
choral singing led by Chris S. Briél and 
addresses by Mr. Delany and older 
members of the association. Among 
those present, members and guests, 
were the following: 

G. I. Byam, Harris M. Barnes, Ed- 
ward M. Cox, George L. Starks, Charles 
O. Quimby, F. W. Stanton, L. F. Bur- 
dett, T. A Delany, C. P. Waide, Ar- 
thur F. Luce, John McElaney, B. Har- 
rison Cort, Frank M. Colburn, Hector 
E. Lynch, Chris A. Briel and Owen A. 
Thomas. 


1. big days of fun and Hoosier 
hospitality are being planned by the 
Indiana Shoe Travelers Association for 
Feb. 17, 18 and 19 at the Claypool Ho- 
tel, Indianapolis, to which all retail 
shoe merchants are invited to partici- 
pate without cost. To merchants and 
shoe travelers who have attended these 
splendid gatherings during the last six 
years no urge will be needed to create 
a desire to attend this year’s gathering. 
Trade luncheons with pep talks and en- 
tertaining features are held daily in the 
hotel’s assembly hall. Monday evening 
will witness a style show, to be fol- 
lowed Tuesday evening by a frolic for 
all, and the informal ball will be staged 
the last evening. 

In an invitation issued by the State 
association to the trade at large, the 
meeting is promised to be “Red Hot— 
Full of Pep; three days of mingling 
with old and new friends, neighbors, 
competitors and shoe travelers in an 
old-fashioned Hoosier homecoming.” 

Reservations for sleeping or sample 
room accommodations may be _ had 
through Secretary E. C. Smeltzer, 
Room 726, Claypool Hotel, 





L. F. Burdett 
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SAN SOPHIA 


This great temple dedicated 
to Wisdom is the greatest 
achievement of Byzantine 
architecture. It has hardly 
been surpassed in the sound- 
ness of its construction by 
any edifice raised by the 
hand of man. 
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THE United Cushion Heel is notably 


long-lived because of the exceptional 
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quality of its materials and the sound- 

















ness of its structural idea... It is out- 





standing for its beauty of design and 








shoemaking advantages. 
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Trade Inducing Sales Stimulants 
NEW SPRING REPTILIANS 


They'll Pick Them From Your Windows! 
NOW READY - - IN STOCK 


No Department Store Buyer or Merchandiser ever ‘‘got in bad’’—had to alibi heavy 
inventories or lost his job over ‘‘Air Mail Shoes’’. 





The PATSY Center Buckle The HANDSOME Center Buckle, ann alten an _ 
Built over 73 last with 13/8 heel Built over 72 last with 21/8 heel a” eat water aa a Lido 
317 Gray snake with gray kid strap. . $4.00 Gand bid eridd.cccccceccccecece $4.65 


326 Suntan snake with suntan kid 

GE: cseccccsccescviosssscccess $4.25 318 Dark Brown snake with brown 

Beh GOIN c cc ccccccccccccocccecs 4.00 
319 Light Brown snake with beige 

Reid COFR® ccccccccccocccccccoes 4 
320 Suntan snake with suntan kid 





The JACQUELINE Pump 
Built over 150 last with 17/8 heel 
895 Suntan lizard with suntan kid 
GN s:tino-y:2406000eenshyaneeeese 4.65 
The PATRICIA Center Buckle 898 Gunton snake with Lido sand ata 
Pi cuctccevesdeeaeprssdes 
Built over 151 last with 14/8 heel . 
The JUNO One Strap 
820 Black lizard with black calf Built over 73 last with 13/8 heel -_— a 
GEE ovccccccoseccosceceoses $4.65 a6 ‘Miles conte dade wits Eto 
324 Brown lizard with brown kid 57 om — underlay and — + a, 
3 i ti it 
IP io ccaduccdeccescseveves 4.65 + lt ki + al ioe Roe Sy .. 425 
> 358 Brown. :alcutta lizard with sar- 
donyx abbo underlay and trim.. 4.25 
The CANBY One Strap 


Built over 150 last with 17/8 heel 


351 Sun beige water snake with sun- 
Bee GE ic cc cccccccooceved $4.65 




















The BLANCHE Center Buckle The JANE Center Buckle 
Built over 150 last with 17/8 heel Built over 156 last with new Junior 
893 Suntan lizard with suntan kid Louis heel. ; 
NG iibicaommneeroaeneeewewe $4.65 894 Suntan lizard with suntan a oes The VIOLET Center Buckle 
896 Suntan water snake with suntan 897 ee fe wk “Etae acu Built over 150 last with 17/8 heel 
RID OUEME. oc ccccccccccccccevcscses 4.65 Reid StEAP cccccccccccccccoocccce 4.65 353 Biege clair water snake........ $4.65 
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New York Retail 
Shoe Stores Had 
Profitable Year 


NEw YorK—With the last week of 
December safely tucked away, New 
York shoe retailers can look back on a 
satisfactory year, with sales totals and 
profits somewhat ahead of 1928, and 
practically all grades of merchandise 
reporting from* 2 per cent to 10 per 
eent increase in volume, according to 
preliminary estimates from several 
prominent sources. 

On the whole, 1929 has been a good 
year, and shoe merchants have found 
it well up to expectations. With efforts 
now focused on clearance sales, and 
Sales periods inaugurated a week or so 
earlier than usual in most cases, and 
with generous price reductions in effect, 
the decks are being cleared for Spring 
action. ‘ 

While some shops find that their 
sales are not meeting with quite as 
much response as they had expected, 
others find them about on a par with 
last year. The opinion seems to be that 
the reason for this is the fact that 
pre-Christmas shoe sales do not pull 
particularly well as a rule. 


Good Unusual Volume of 
Christmas Shoe Trade 


INDIANAPOLIS, IND. (UTPS)—An un- 
usual Christmas business done in an 
unusual way was experienced in the 
men’s section at the Marott Shoe Shop. 
Occording to L. G. Cobler, manager of 
the department, women brought old 
pairs of shoes in order to get the proper 
size and last, and the volume of busi- 
ness was unusually large for this sea- 
son of the year. Shoes are very ac- 
ceptable as Christmas gifts, but rather 
unusual. 








Nettleton Files Stock Increases 


NEw YorK—The Nettleton Retail 
Shops have filed with the secretary of 
state at Albany their intentions of in- 
creasing their capital stock as follows: 
Los Angeles Nettleton Co., Inc., stock 
increase from $100,000 to $250,000: 
Nettleton Shops, Inc., Syracuse, from 
$1,500,000 to $2,000,000, and the New 
York Nettleton Co., Inc., increased 
from $500,000 to $1,000,000. 
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January to Be Buying Month 


Prosperous Holiday Season and Interest Created by Conven- 
tions and Style Shows Point to Heavy Purchasing 


NEw YorRK—With the holiday sea- 
son over and clearance sales in full 
swing, the time is at hand when buyers 
will be giving more attention to Spring 
footwear, and indications point to a 
heavy volume of buying for the new sea- 
son during this month. The convention 
of the National Shoe Retailers Associa- 
tion in St. Louis, the Boston Show, the 
Middle Atlantic States convention in 
Philadelphia and other important trade 
gatherings will afford merchants and 
buyers an opportunity to make their 
selections, aftér comparing the various 
lines’ and ‘seeing the newest styles of- 
fered by the manufacturers. 

Following the stock market crisis, 
there was a tendency on the part of 
many retailers, and. particularly the 
department stores, to curtail advance 
commitments and adopt a policy of 
watchful waiting until they could be 
more certain of what effect, if any, the 
market situation was likely to have 
upon retail business. Due to this policy 
of marking time in anticipation of 








Walter Roose Buyer for 
Nebraska Clothing Co. 


OMAHA, NEB.— 
Walter C. Roose 
is now located at 

‘Omaha as buyer 
and manager of 
the shoe depart- 
ment of the Ne- 
braska Clothing 
Co., resigning from 
the position of Chi- 
cago contact man 
for Selz, Schwab 

Co. 

Mr. Roose car- 
ries to his new ap- 
pointment a knowl- 
edge of modern merchandising methods 
gained during the nine years he acted 
as manager of the Beacon Shoe Stores 

and the seven years he was identified 
in a similar capacity with the Walk- 
Over stores. 





Walter C. Roose 
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future requirements, it is believed that 
there is an unusual accumulation of 
Spring orders to be placed this month, 
and for this reason it is expected that 
buying at the January shows and im- 
mediately afterward will be even more 
spirited than usual. Following the suc- 
cessful retail business of the weeks im- 
mediately preceding Chirstmas, which 
exceeded the anticipations of many, 
merchants are. more inclined to prepare 
for their advance needs by placing their 


‘normal volume of Spring business. In 


fact, they will in most cases feel im- 
elled to protect themselves on deliver- 
ies for the early Spring selling period 
by purchasing at least the major por- 
tion of their requirements within the 
next few weeks. 

Another factor that is likely to have 
an important effect in the stimulation 
of buying is the unusually large volume 
of rubber business done in most com- 
munities in the northern part of the 
country during December. Shoe mer- 
chants are always eager to dispose of 
their rubber stocks as early in the sea- 
son as possible, and the fact that weath- 
er conditions favored tnem this year by 
creating a heavy December demand for 
overshoes and light rubbers, releases a 
large amount of money that had been 
tied up in rubber goods, making it 
available for Spring purchases. 

Advance reports point to an unusual- 
ly large attendance of merchants and 
buyers at the several conventions and 
style shows, indicating a live interest 
in the prospects for the coming season 
as well as in the styles and fashions 
that will be shown on runway and in 
sample rooms. Manufacturers are dis- 
playing an equal amount of interest in 
the opportunities afforded by these 
gatherings to display their Spring and 
Summer footwear. Retailers who do 
not attend the conventions will have an 
opportunity to inspect the new lines 
immediately following the St. Louis 
show, when practically all of the sales- 
men will be on their territories. All 
indications seem to point to an active 
month of buying by retail merchants. 
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Artistic Shoe Section in Salt Lake City 


She 





















Big Increase for Year Re- 
ported by Brockton 


BROCKTON, MaAss.—Year-end state- 
ments by Brockton shoe manufacturers 
reveal an exceptional run of business 
through the 12 months just closed, dur- 
ing which production in this center 
alone increased more than 65,000 cases. 
Predictions for next year, particularly 
for the first six months, also are opti- 
mistic. 

One manufacturer, William E. Doyle, 
sounded a new note when he declared 
that Brockton manufacturers and work- 
ers have been overlooking a bet in 
failing to cooperate in an effort to get 
more of the government business, and 
he pleaded for a better understanding 
between shoe men and the workers to 
make it possible for local concerns to 
compete with other centers. 
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. President’s Secretary Com- 
mends Retail Ad 


MILWAUKEE, WIS., Dec. 28—The shoe 
industry of this section is greatly in- 
terested in a statement of Carl Herz- 
{ feld, vice-president of the Boston Store 
of this city, in which he states that 
business in general is very promising 
at this time. He backs up his state- 
ment with a full-page advertisement in 
one of the local newspapers giving facts 
on his belief. 

This advertisement brought com- 
mendatory letters from more than 200 
prominent business men throughout the 
country, who stated that they agreed 
with Mr. Herzfeld. Among them was 
a letter from L. Richey, secretary to 
President Hoover, who stated that the 
President was very appreciative of this 
type of support to the national pro- 
gram. Men in the shoe industry here 
in Wisconsin declare that an advertise- 
ment of this type helps to stabilize 
trade considerably. 
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Interior of the beautiful new shoe department in Walker’s store, 
Salt Lake City 


Eliminates Stock Room 


SaLT LAKE CITY, 
UtaH — The shoe 
department in 
Walker’s  depart- 
ment store, which 
has recently been 
extensively remod- 
eled, is very con- 
veniently arranged, 
carrying the entire 
stock of shoes in 
the department, 
with no stock room. 
It is one of the 
most _ attractive 
and up-to-date de- 
partments in this section. 

“Business conditions since the new 
store has opened have been very good, 
and we find that the public enjoys com- 
ing into our shoe department,” said 
Otto C. Vought, the manager. Charles 
Dowse, who has been in this store for 
the past six years, is assistant to Mr. 
Vought, who also has charge of the 
shoe department in the Paris Co., 
where he is assisted by J. V. Bess. 


Lincoln Store Adds Shoe 
Section 


LINCOLN, NEB. (UTPS) —The S. 
Samuels Clothes Shop has reopened in 
its remodelled quarters at 1044 O 
Street. Floor space has been doubled 
and new departments added include 
ladies’ hosiery and men’s shoes. 

The Twidale Shoe Store has been 
opened at Falls City, Neb., with Leo F. 
Fishell as manager. Ladies’ hosiery is 
also carried in the new store. 

The Oshkosh Bargain Center at Osh- 
kosh, Neb., which carries shoes for all 
members of the family, as well as other 
furnishings in clothing, has been opened 
with Fred Flair and J. A. Ahren as 
owners. 





Ouo C. Vought 
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AT THE LENNOX 










Parlor B | 
AT THE STATLER 
Room 324 
St. Louis, Jan. 6-9 






Catering exclusively to high class 
department stores, shoe stores, and 
volume buyers. 


SMART STYLES 


for young women, misses and 


children. 









TWO FAMOUS 
Trade Marks 
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HIKING BOOTS 
i ROUND WEAR 


lie 









Sport, Hiking, Aviation Boots, 6 
styles, in-stock, 5/8 A, 4/8 B, 22/8 
C, 24/8 D 
to retail from $7.50 to $9.50 
Goodyear Welts exclusively 


_ 
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REG.U.S. PAT.OFF 


FOR JUNIOR WOMEN 


STEEL - ARCH 


This is one of the prettiest lines 
of woven sport 


OXFORDS and STRAPS 
AAA to C 


to retail from $5.00 to $6.00 
Goodyear Welts Exclusively 





Merchants attending the N. S. R. A. 
Convention in St. Louis, Jan. 6-9, 
are cordially invited to see our line 
on display in both the STATLER 
and the LENNOX HOTELS; four 
famous trade marked lines — 
PLAY HOUSE, 

KEWPIE TWINS, 
NATIONAL PARK, 

SPORT WALKS 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Aurora Missouri 


















SUPERIOR INFANTS’ SHOES 


Beautiful Styles, Smooth Soles, Comfort-giving 
at No Higher Prices 


ELAM 
OmpP() 


7032—Patent T-Strap; lizard trim 705S—Patent One-Strap; cut out 
Elam-Compo. vamp; Elam-Compo. 





SOLES 





See the NEW and BETTER Process 
ST. LOUIS: Jan. 6-9, 554 Statler Hotel. 
BOSTON: Jan. 13-16, 532 Statler Bldg. 


The OLD Method The NEW Method 





Tacks, Stitches, Wax, Uneven Linings Not one of these objectionable features 
no longer necessary in Elam-Compo 











Liat 


Soles Cemented Securely— 
CANNOT COME OFF 


SEND FOR SAMPLES 





F. S. Elam Shoe Co., Ine. 





7020—Light_ Smoke Elk perf. vamp; 
~~ Elam-Compo. Manufacturers 


Rochester, New York Scns —tat Satie Elk perf. vamp; 


A Happy and Profitable New Year a 
to All Who Sell the Perfect Shoes 
for Infants — 


ELAM COMPO 
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Where Helen Wills Buys Shoes 
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It’s all in the family, and Carol Wills, her cousin, admits that the 


champion of the courts wears a Number 9. 


Pho tograph shows in- 


terior of Wills’ Feminine Footwear Store at 1531 Broadway, Oakland, 


Sales Policy Based on Frankness 


Telling Customers the Truth in a Courteous Manner Has Con- 
tributed to the Success of C. Wills, California Shoe Merchant 


OAKLAND, CAL.—“Yes, they’re Num- 
ber Nines,” says Carol Wills to Helen 
Wills. “And just what you are looking 
for, cousin Helen. White kid tennis 
shoes.” 

For Carol Wills is the proprietor of 
the “Feminine Footwear” shop that 
goes by his name, located at 1531 
Broadway, Oakland, California. He 
also operates both the upstairs and 
downstairs shoe departments of Cap- 
well, Sullivan & Furth, Oakland de- 
partment store. And a few months ago 
he took over The Bootery, at 152 Geary 
Street, San Francisco, making virtually 
four stores in all. 

Of course, Helen Wills is no more. 
The women’s amateur champion of the 
world became staid and dignified Mrs. 
Frederick S. Moody, Jr., wife of a San 
Francisco broker, on December 23, 
1929. But Carol Wills expects to con- 
tinue to supply his famous cousin and 
namesake with tennis footwear. 

“Yes, they’re Number Nines”—and 
that frank attitude is one of the many 
reasons why Carol Wills, who started 
as a junior salesman with George E. 
Fairchild, has become in a few short 
years one of the leading shoe retailers 
of the Pacific Coast. 

Courteous frankness—and the re- 
freshing pride that comes from know- 
ing his business and liking his work. 

Mr. Wills has imbued his employees 
with that same attitude primarily by 
selecting capable managers for his 
stores—managers who see to it that 
every salesman knows his stuff and 
knows it well. 

In addition, employee morale is kept 
at a high pitch by not only keeping the 
store arrangements at a high pitch of 
up-to-dateness, but also by equipping 
each store with one or more unique 
features which give each employee 
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plenty of subject-matter for interest- 
ing conversation—for, as every capable 
salesman knows, frankness plus inter- 
esting conversation about the shoe and 
the shoestore makes more than 50 per 
cent of all sales. 

At the 1531 Broadway, Oakland, 
store of Carol Wills, the new feature 
consists of two downstairs departments 
—juvenile shoes and women’s health 
shoes—housed in a charming salon, 
with indirect lighting, and with indi- 
vidual chairs in mahogany and tapes- 
try, and French plate mirrors placed 
at appropriate locations. L. O’Connor 
is in general charge of the Oakland 
stores, including the 1531 Broadway lo- 
cation, and the two shoe departments 
of Capwell, Sullivan & Furth. Jack le 
Tray is directly in charge of the 1531 
Broadway store. 

At The Bootery, San Francisco, at 
the rear of the main part of the store, 
a new French Room is being added, to 
be furnished in Louis XVI style. Under 
the capable leadership of Howard Wat- 
kins, store manager, and Ernest Lan- 
caster, his assistant, the salesmen are 
telling each customer all about the new 
French salon. 

But the display windows of this 
store are the unique part of the estab- 
lishment, and many are the comments 
on their beauty and simplicity. 

The ten large panels which comprise 
the back of the two show windows are 
of walnut, beautifully wave-grained, 
and, believe it or not, are all cut from 
one and the same tree—their wonder- 
fully continuous grain-design attesting 
this fact. Set off by gold pilasters at 
intervals, with harmonizing’ gold- 
backed French mirrors among the 
tastefully arranged shoes on display, 
the entire effect is delightfully pleasing 
and attractive. 
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Wear Straight 
Sh 


ASY to sell—corrects foot trouble. 
Scientific construction supports the 
inner and outer Longitudinal Arch 
with broad steel shank. The Metatarsal 
Arch is supported by an all-leather Insole 
shaped to the bottom of the foot. 
Meet us at N. S. R. A. Conven- 
tion, Room 222, Jefferson Hotel, 
St. Louis 


IN STOCK 


Police 
Shoe 







Bik. wy Ki $4.60 

- > ) BR - Heavy Calf.... 4.60 

10-DS—Blk. Cif. Barbour Stormwelt.... 4.85 
. Stormwelt ‘ 


Barbour 





70—Bik. Evans Ruby Kid $4.50 
870—Blk. Kid. Arch-Support Insole.... 4.85 
90—Blk. Mellow Kaffor-Calf.........- 4.50 
Mellow Kaffor-Calf.......... 4.60 


95—Tan 


Combination 
Last 
No. 2 







60—Blk. Evans Kid......sssessseeees - 0058 
860—BIlk. Kid Arch-Support Insole. . 4.85 
80—Bik. Mellow Kaffor-Calf ........ . 4.50 
85—Tan Mellow Kaffor-Calf .......++++ 4.60 


MUSEBECK. 
SHOE COMPANY 
DANVILLE, ILLINOTS 
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IRONAD BOX TOES | 


Used exclusively in 


“GILT EDGE” SHOES 
for Boys and Girls 
made by 


H. JACOBS & SONS 
780 Wythe Ave. 
Brooklyn, N. Y. 


Sample Ironad Boxes on request. 


Write to 


DAVIS BOX TOE CO. 


60-62 Franklin Ave., Brooklyn, N. Y. 





NEW ENGLAND 


Martineau & Burke 
44-46 Lincoln St. 
Boston St. 


CANADA 
McDowell & Lincoln 
362 Notre Dame St., 
Montreal 


IRONAD BOX TOE AGENCIES 


ST. LOUIS 


Steis & DeMunsch Co., 
2620 Cherokee St. 
Louis 


A sturdy 
Stitchdown of 
Smoked Elk 
with Ventilating 
Perforations. 


A 
“Gilt Edge”’ 
Shoe 





CINCINNATI 
Aughinbaugh & Wortman 
1111 Sycamore St. 
Cincinnati 


CHICAGO 
Howard Irwin 
208 No. Wells St. 
Chicago 





The highest- priced room at New 
York's new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 
and shower. A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 


Telephone 


Lackawanna 1400 NEW YORK’S NEW HOTEL 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 





IK 
A BOUDOIR BUY 


Almost any merchant can 
build up a demand for 
Greeley Boudoirs—the sensi- 
ble, everyday slipper in black 
and colored kid with 
leather or rubber heels. 
If your jobber cannot 
supply you—write us. 


A. W. GREELEY 
12 Duncan St. - - Haverhill, Mass. 








x 








Attractive 
Price Tickets 


Actual size, Light 
Blue, black 
figures — 32 dif- 
ferent prices— 
$1.50 to $16.50 
25c per dozen 
6 doz.— $1.25 
12 doz.—$2.25 
24 doz.— $4.00 


Check with Order, 
Please 


MERCHANTS’ SERVICE DEPT. 
189 W. Madison St. Chicago, Ill. 











Pas 
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MADE IN PHILADELPHIA 
BY MASTER CRAFTSMEN 


C. S. GIBBON CO. 








¢— 


pon® 


TRIM YOUR 
SHOES 
WITH 


CHANDLERS 


PERFECTION TIE 
RIBBONS 
+ 

















50-54 No. 4th St. Phil., Pa. 


Hotel Claridge 


BROADWAY AT 44th STREET 
NEW YORK CITY 








Catering to the 


In the 
Heart of || SHOE and LEATHER 
wanes INDUSTRY 











Largest and Most Comfortable Sample Rooms 
in New York 


Moderate Rates. Under New Management 


Wire Reservations at Our Expense 


. SO 





1) oo 
| 








‘DAILY, 


FOR ROOM EQUIPPED WITH NOW | 
BATH, CIRCULATING ICE WATER 
and RADIO! 4 


OPEN 


SINGLE, $2.50, $3.00, 
DOUBLE, $4.00, $4.50. TWIN “BEDS, $5.00. 











| 
| 
p “2. = 


| The New 


| HOTEL 


49th STREET EAST OF BROADWAY « 








1, PLYMOUTH | 


NEW YORK 













| No More Copies of the 


Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lezi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
239 West 39th Street New York, N. Y. | 
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Advanced styles for 1930 
feature Ribbon Ties and 
Double or 
Single Faced Satins, Gros 










will require 


Grains or Moire Ribbons. 


In stock for 
prompt _ deliv- 
ery: — Black, 
White and want- |; 
ed colors. = 


Widths: 

No. 9,1% in. 
“« 12,1% in. 
* 16, 2% in. 


All the above pat- 
terns and widths are 
for High Riding and 
Colonial Ties. Send 


for samples. 





Originated by + + + 


W. K. CHANDLER Inc. 


125 SUMMER ST. 
| BOSTON, MASS. | 
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WHERE TO BUY, 
Men’s Shoes 


















“HIGHEST 


EAST WEYMOUTH. MASS. U.S.A. 








momesy ALL 


87 STYLES IN STOCK 

EMERSON SHOE MFG. 
ROCKLAND, MASS. 

WRITE TODAY FOR CATALOGUE 


ae ese 


not Cmweveny by Ne 
EMERSON SHOE MFG CO. 
ROCKLAND, MASE 


co. 














~~ s 
Em’ 


+ 
, 


ByRACe Aes A50:876A4m) 
BION F-REYNOLDS CO™ BROCKTON MASS 














NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 











HAVERHILL, Mass. — Haverhill is 
looking forward to what it believes will 
be the biggest production year the 
_— Slipper City” has had since 


Haverhill’s production during the 
last ten years has been surprisingly 
stable, and, with the exception of the 
year 1924, has been constantly increas- 
ing, save in one or two periods when 
labor difficulties have developed. The 
signing of the peace pact, to run for 
three years, between the manufacturers 
and shoes workers last August, is hailed 


| with much enthusiasm by both manu- 


facturers and workers,alike, and in the 
opinion of those who are closest to the 
local situation, Haverhill has the best 
opportunity at the present time that 
it has had for many years, to become 
the biggest women’s shoe manufactur- 
ing center in the country. 

On an average, Haverhill probably 
manufactures more pairs of women’s 
shoes than any single city in the coun- 
try, and if the optimistic spirit which 
now prevails amongst everyone in the 
city about the future conduct of the 
shoe industry is justified, there should 
be a sharp increase in production dur- 
ing 1930. 

According to both manufacturers’ 
and workers’ representatives, Haverhill 
is practically assured of uninterrupted 
production for at least three years, and 
if the option on the agreement is exer- 
cised, for five years. In the opinion of 
these same leaders, if Haverhill indus- 
try remains peaceful for the next five 
years, it will continue indefinitely. 

Haverhill is unique, in that it has 
never lost its shoe workers or manu- 
facturing facilities to any appreciable 
extent during the past ten years, and 
this skilled labor, who have been shoe 
workers through two or three genera- 
tions, is the best asset the Haverhill 
shoe industry has and the best criterion 
for increasing success. 

The manufacture of leather has in- 
creased rapidly in recent years, and al- 
lied lines have followed closely the 
growth of the shoe manufacturing in- 
dustry. 

The L. H. Hamel Leather Company, 
which started from nothing fourteen 
years ago, has already orders sufficient 
to keep it busy for the next three or 
four months, and the Hamel factory, 
vending an addition of several thousand 
square feet of floor space, is working 
on: twenty-four hour schedule. Since its 
inception, the Hamel. Leather Company 
has increased its production every year 
over the preceding one. 

A large number of extensions are 
taking place in local shoe manufactur- 
ing concerns, and there are twelve shoe 
manufacturing concerns in other cities 
which are now either negotiating for 
space or are considering moving to this 
city. 

Amongst the firms that have in- 
creased their production in recent 
weeks are the Simon Shoe Company 
and Shapiro & Son, both of whom have 
increased their production facilities 50 
per cent. Nesson & Halpern have in- 
creased their production facilities 35 





per cent. The Academy Shoe Company 
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Haverhill Anticipates Big Year 


Figures Show Production of Slipper City Has Been Remark- 
ably Stable During Last Ten Years, with Steady Increase 





Boor AND SHOP RECORDER 
combining THE SHop ReTaiILmr, Jan. 4, 1930 


has taken more space, and the Duncan 
Shoe Company have added 10,000 square 
feet to their existing plant. The P&G 
Shoe Company has taken two additional 
floors and has started the manufacture 
of Turn shoes. The Hartman Shoe 
Company anticipates a great expan- 
sion. The Bowdoin Shoe Company has 
taken an additional floor for the manu- 
facture of Turn shoes, and the Na- 
tional Shoe Company is increasing its 
plant capacity 100 per cent. 

These are a few of the expansions 
which have already taken place. Others 
are in the process of being worked out 
at the present time. Word was re- 
ceived recently that a prominent Turn 
shoe manufacturer in a neighboring 
city had made arrangements to move 
his complete plant to Haverhill. An- 
nouncement of this will be made later. 

The skill of the Haverhill shoe work- 
men is very well-known throughout the 
entire trade. Haverhill has always been 
the “Queen we sn City.” There are 
plenty of available shoe workers, and 
available shoe manufacturing space is 
being rapidly taken up. 

‘The interest of a large number of 
Haverhill manufacturers in the Shoe 
Style Show is a strong indication of 
their optimism in the future, and their 
desire to secure a maximum of busi- 
ness. 

Production is expected to increase in 
December and January over preceding 
years, with the probability that the 
peak will be reached as usual just be- 
fore next Easter. 





Increase in San Francisco 
Christmas Trade 


SAN FRANCISCO, CAL. (UTPS).—De- 
spite the recent stock market decline 
and its supposed results on business, 
practically every San Francisco and 
Oakland shoe store reports from 5 per 
cent to 10 per cent increased Christ- 
mas sales volume over the similar per- 
iod of 1928—as far as can be deter- 
mined in the midst of Christmas and 
New Year activities. 

This year, Christmas has been made 
a community event as never before, 
street decorations, mammoth-size im- 
ages of Santa Claus along the side- 
walks, store-interior and window dis- 
plays, a Christmas tree atop the Twin 
*eaks, another tree in the midst of Lake 
Merritt in the heart of Oakland, band- 
playing and “doings” in Union Square 
in downtown San Francisco—all have 
contributed to making this year’s cele- 
bration the best yet. 


Pittsburgh Store Robbed 


PITTSBURGH, Pa. (UTPS).—Two men 
walked into the Winfield Shoe Store, 
312 Diamond street, in Pittsburgh’s 
Golden Triangle district, pointed re- 
volvers at Meyer Brenner, the man- 
ager, and robbed the store of $100. 
Brenner was alone. The bandits made 
him enter a rear room, where they tied 
him to a chair and gagged him with a 
towel. Brenner broke his bonds a few 
minutes after they fled and notified 
police. 
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Additional Traveling Shoe 
Salesmen’s News 


HE Shoe Travelers Association of 

Chicago met at Hotel LaSalle Sat- 
urday, Dec. 21, and elected the follow- 
ing officers for the ensuing year: 

resident, Dave Marks; vice-presi- 
dent, William Drummond; _secretary- 
treasurer, Charles Heilbrun; board of 
governors, Martin Spencer, Ralph 
Wolpe and Frank LePine. 

President-elect Marks pledged his un- 
tiring efforts in the association’s inter- 
ests, promised more frequent meetings 
and pleaded for complete harmony in 
the common cause of the ‘shoe trav- 
eler. Secretary Heilbrun invited 
greater cooperation by the members 
for the year to come. Ralph Stade- 
ker, chairman of the resolutions com- 
mittee of the Chicago association, pre- 
sented a splendid memorial to the mem- 
ory of D. W. Christian, whose death 
was reported in an earlier issue of the 
BooT AND SHOE RECORDER. 

Secretary Heilbrun shared with the 
Chicago members a letter from national 
headquarters inclosing a check for 
$1,000 in payment of a policy paid in 
full two weeks from the date of the 
member’s death. The first meeting to 
be held under the new administration 
has been set for Jan. 18. 





HE Iowa Shoe Travelers Associa- 

tion held its annual meeting the 
Saturday before Christmas at Hotel 
Fort Des Moines, Des Moines, and 
elected officers for 1930. The new 
president is O. R. Blechinger; vice- 
president is O. E. Hamilton, and, of 
course, J. E. Wm. (Billy) Prescott was 
reelected secretary-treasurer. 

The association’s headquarters will 
be maintained at the Fort Des Moines 
Hotel, where preceding last week’s elec- 
tion Manager B. C. Worthington ten- 
dered the shoe travelers a luncheon in 
the Green Room of the hotel, which 
will hereafter be used for the gather- 
ings of the Iowa association. The 
chairman of the Iowa committees for 
the coming year include Auditing, Carl 
P. Ortlund; Constitution, Frank Gard- 
ner; Employment, J. E. Wm. Prescott; 
Membership, L. D. Ream; Publicity, 
J. E. Wm. Prescott; Resolutions, Joe 
Wheeler; Welfare, A. C. Robertson. 
These Iowa boys are planning a real 
membership drive right after the start 
of the year. The Boot AND SHOE RE- 
CORDER acknowledges with much plea- 
sure the vote of thanks passed at their 
December meeting for the privilege this 
paper has enjoyed the past year in 
cooperating with the Des Moines or- 
ganization. 





Lease Quarters for Shoe 
Department 


LINCOLN, Nes. (UTPS)—Hovland- 
Swanson Company, which maintains 
one of the leading shoe and hosiery de- 
partments in this city, has leased the 
second floor of the building adjoining 
their present location on the east and 
has begun alterations in the rooms. The 
additional space is leased for three 
years and will house all departments 
of the company, including shoes and 
hosiery, when building operations be- 
gin on the present location. 
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To Talk on Styles 














with 
Schuneman & Mannheimers, St. 


Miss Clara Rice, stylist, 

Paul. Miss Rice will appear be- 

fore the Minneapolis convention 

of the Northwestern Shoe Retail- 

ers Regional Association, Jan- 
uary 27 and 28 


Wolff-Tober Directors Ap- 
prove 100% Cash Dividend 


St. Louis, Mo.—Abe Tober, presi- 
dent of the Wolff-Tober Shoe Manu- 
facturing Company, 2511 Sullivan ave- 
nue, announced last night that the di- 
rectors of the company have approved 
the payment of a 100 per cent cash 
dividend on the 1110 shares of the 
common stock of the company. 

On the common stock, having a par 
value of $100 a share, the dividend 
will amount to $111,000. It will be paid 
January 2. 

Tober stated the last dividend on the 
common stock was paid early this year 
and was 20 per cent cash. In addition 
the regular 7 per cent dividend has been 
paid on the $250,000 preferred stock 
outstanding. 

The officers of the company consist 
of President Tober, Alexander G. Mil- 
ius, vice-president, and Samuel Wolff, 
treasurer and manager. 

The company started in business in 
1922 in a small plant at its present lo- 
cation. Since then it has added two 
plants, turning out 3600 pairs of 
women’s and novelty shoes a day, its 
exclusive line, and employing 600 work- 
ers. 

Milius stated that the company gave 
out the action of the directors to add 
their contribution to the many asser- 
tions that business, despite the stock 
market debacle, is on a _ substantial 
basis. 

“We have worked every working day 
since we started,” Milius said, “and 
have paid dividends on the preferred 
stock, without an omission. A small 
‘amount of stock has been sold to em- 
ployees.” 

The surplus of the company, accord- 
ing to Tober, is about $300,000. 
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WHERE TO BUY 
Men’s Shoes 
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“A MAN’S DECISION” 
THE 


VA 
Men’s 


Fine 
Shoes 
SHOE Old 
Colony 
Shoe Co. 
rockton, 
Mass. 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Women’s Novelties 


~—s™™ 








BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUME 
BUYERS 
Write Direct 


BIARRITZ SANDALS 
33 W. 27th ST.. NEW YORK 


he | 
BONDWAY 


produces footwear of remark- 
able lightness, smartness ana 
flexibility 


BOND SHOE COMPANY, 132 Duane St., New York 


























WHERE TO BUY, 


Women’s Shoes 


Dud. é 


WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Baffalo, N. Y. iT 








STOCK 














-WHERE TO BUY, 


Shoe Forms 





__— eres 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 


Light, Inexpensive and 
Practically Invisible 











THE SHOE FORM CO., Auburn, N. Y. 








































































WHERE TO BUY 


Men’s @ Women’s 
Slippers 











PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


Wa 


High Grade Turn Mules and D’Orsays 





sent on 
request 












NANS 
Cescsee, K — roeeoets 
, = IN STOCK 
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request. 
Me. 484 
62.65 


Me. 447 
$235 


L. B. EVANS SON O6., Wakefield, Mass. 














MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manufactured 
by 


W. 8. CHASE & SONS 
Haverhill, Mass. 
Boston Office: Room 501, Statler Bidg. 





Prices from 
$2.15 to $8.50 








Boudoir Slippers In Stock 


UNUSUAL VALUES 
Sizes 3 to 8 
805 Wos. Bik. 
Kid Turns. ..$1.25 
810 Wos. Bik. 
Kid Turns... 1.40 
“Every Pair 


uara 

Soecialicts in, Comfort & Ballet Slippers. 
lalists ja pers 

241 No. 1ith St., Philadelphia, Pa. 



















Brisk Buying 
Expected to 
Begin Soon 


Manufacturers Hopeful That 
Tariff Will Be Voted 


LYNN, Mass.—Lynn is lining up for 
a hot fight in 1930, with two objects in 
view—one, to maintain the volume of 
sales of novelty shoes; and the other, 
to get more shoes fitted right. Manu- 
facturers are off to the markets and 
styles shows, to gather the latest in- 
formation in these matters. Buying 
should be brisk during the next 30 days, 
to make up for the retarded orders of 
the past 60 days. Manufacturers have 
some assurances from their representa- 
tives at Washington that Congress will 
put a duty on women’s shoes. If this 
proves true, then it will have a bearing 
on prices of footwear, also, on supplies, 
for, if deliveries from abroad are 
stopped by a tariff wall, then buyers 
will have to secure more shoes from 
domestic manufacturers. 

A visit to a leading tannery reveals 
an unusual number of white leathers 
in the sorting room; also, many fine, 
light browns, and some blues, purples 
and beiges and sun tans. On the other 
hand, a shoe firm is found to be making 
90 per cent patent leather shoes. Be- 
tween these two extremes there is a 
deal of this and that. A kid tanner is 
making many of the new light shades, 
and a reptile tanner is getting a larger 
volume of business than he expected. 

Shoe manufacturers urge that orders 
be placed early, to avoid delays that are 
sometimes caused when blizzards block 
the roads from tannery to shoe factory 
and shoe factory to wholesale and retail 
stores. 

Lasts shows new trends. This is the 
basis of the new fight to get more shoes 
fitted right. More “foot freedom” is 
promised for toes are longer, and lasts 
are built on roomier lines. Muscles of 
the feet will get a chance to flex. Vamps 
on new models are as much as 3% 
inches long. Heels are both medium, in 
the 16/8 class, and high, in the 20/8 
class. 

Patterns, also, promise more “foot 
freedom.” Early spring numbers will 
be open, late spring numbers more so, 
and summer styles wide open. Patterns 
will move from small perforations and 
cut-outs to larger openings, and thence 
to the sandals of approximately the 
barefoot types. 





‘New Store in Baltimore 


_ BALTIMORE, Mp.—Carlton’s Shoe Shop 
is another new addition to: the retail 
shoe field of Baltimore. It is located at 
562 North Gay Street. Shoes for women 
and children in the lower price field 
are carried. Hosiery for the same 
clientele is carried. 


Attacked While Fitting Shoes 


BALTIMORE, Mp.—While Samuel Les- 
ser was fitting a customer in a pair of 
rubbers, he was seized by the throat 
and an accomplice of the customer went 
through the storekeeper’s pockets and 
took $5. Lesser’s store is at 106 North 








Pine street. 
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Clearance Sales in Full Swing 


BALTIMORE, Mp.—With the hectic 
Christmas buying at an end, stores in 
Baltimore have turned to clearing 
stocks of current styles and models in 
footwear, to make room for advance 
Spring and Summer styles. The foot- 
wear has been priced low, which should 
help in quick disposal of all unwanted 
numbers. 

Hahn’s, 37 West Lexington street, is 
offering its $6.50 “Hahn Specials” at 
$4.75 and $5.85. Foot-saver shoes that 
sold formerly up to $14.50 are offered 
at $9.75; and 2,500 pairs of $10.50 and 
$12.50 “Carlton” Costume footwear are 
offered for $7.85; paisley brocade, dye- 
able white brocade, black moire, silver 
kid and other evening slippers are of- 
fered for $6.50; pumps with $3.50 
rhinestones or metal buckles attached 
for $6.95. Children’s shoes are also of- 
fered at sharp reductions. 

Hess’ semi-annual clearances of shoes 
is broader in scope, has better assort- 
ments, includes many lines not usually 
offered in such an event and reductions 
are greater. More than 1400 pairs of 
women’s shoes, including evening slip- 
pers that sold formerly to $12.50 are 
offered for $6.95, and other women’s 
shoes, including Arch Preservers, are 
offered for $7.95 and $9.95, that sold 
formerly up to $16.50. Men’s high and 
low shoes in black, tan and patent 
leather that were formerly up to $15, 
are offered for $5.95; $7.95 and $10.95. 
Children’s shoes that sold up to $7.50 
are offered for $3.95; $4.95 and $5.95. 

L. Slesinger & Son is offering its foot- 
wear, including many exclusive styles, 
at $5.95; $7.95; $9.95 and $12.95, which 
represent substantial reductions from 
the prices at which they were formerly 
sold. All custom-made shoes are of- 
fered at a reduction of 25 per cent. 

Schoen & Co., Inc., is offering its 
footwear at $7.95; $9.95 and $11.95 
that sold from $12.50 to $24.50. 





Holiday Dance for Denver 
Shoe Department 


DENVER, CoLo. (UTPS)—The shoe 
department of the Denver Dry Goods 
Co. recently gave a holiday dance in 
the company’s gorgeously decorated tea 
room on the fifth floor, The proceeds 
of the gala affair were turned over to 
the Denver Welfare Association, an 
organization within the store for .the 
benefit of sick employees. 

It is a practice at the Denver to al- 
low full time for all sick absences, and 
the various departments of the store 
take pride in maintaining the fund for 
this purpose. H. B. Teets, manager of 
the shoe department, and V. Vanden- 
burg, assistant manager, were chair- 
men of the dance, which netted the 
benefit fund almost $100. 





Changes Among Shoe 
Illustrators 


New Yorxk.—Charles Dibner is now 
representing Stanger, illustrator of 
shoes, with studios at 110 West 34th 
street. 

Albert Shulman, formerly with the 
Stanger organization, has engaged in 
business for himself at 1 West 34th 
street, where he will specialize in draw- 
ings and cuts for the shoe trade. 
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Shoes Featured in English Shop 


Atmosphere That Appeals to the Customer Aim of Washington 
Firm in New Men’s Store 


WASHINGTON, D. C.—Saltz Brothers, 
Inc.. who opened a new English type 
building a few months ago to house 
their new men’s shop, report an excel- 
lent holiday business. This store is a 
distinct contribution to the F Street 
business section, and is modeled after 
the quaint old English buildings that 
abound in Regent Street, London, the 
world-famous thoroughfare of fine 
shops for men. 

A separate room in the rear of the 
first floor is devoted to shoes, and has 
a capacity for 1800 pairs. The fixtures 
are in keeping with the English archi- 
tecture of the building and the shop is 
decidedly masculine, with warm, tile 
floors and an open fireplace, comfort- 
able armchairs, cozy lounges, smoking 
stands and magazines scattered about 
to give it the friendliness of an exclu- 
sive men’s club. 

Here, gathered about the fireplace, 
the elite of the Capital City can buy 
their shoes in perfect comfort. 

“We did not just open another 
store,” says Thomas Saltz. “We had 
in mind that this store should represent 
the new idea in merchandising, intro- 
ducing a friendly, clubby note of cus- 
tomer contact, which would take away 
the chill air of business and make each 
transaction a friendly overture, a home- 
like feeling where everybody feels at 
home, and where everybody knows 
everybody else. We desired to incul- 
cate the last word in store atmosphere, 
a friendly place where a man or a 
woman can come in and meet a nice 
class of customers. 

“Within the first week of our open- 
ing, we had achieved the desired result. 
=_ a few of our customers gathered 
about the open hearth fireplace and 
smoked their pipes, giving the store the 
appearance that it had been in exis- 
tence for years, and was just a friendly 
redenzvous. 

“The fireplace is one of the features 
of the store. It is an imported affair, 








Frank Werner Co. Declares 
Extra Dividend 


SAN Francisco, Cat. (UTPS).— 
Frank Werner Company, San Fran- 
cisco, on December 17th, declared an 
extra Christmas dividend of 3 per cent 
on the first preferred and common 
stocks in addition to the regular quar- 
terly disbursements of $1.75 a share on 
the first preferred, second preferred 
and common stocks. The dividends are 
all payable on January 2nd on stock 
of record December 31st. The stocks 
of this up-to-the-minute shoe firm are 
mostly owned by employees of the con- 
cern itself. 


Record Rubber Sales in 
Indianapolis 


INDIANAPOLIS, IND. (UTPS)—During 
the past ten days the sale of rubbers 
and overshoes has been the largest in 
the history of the shoe business, accord- 
ing to Indianapolis shoe merchants. In- 
clement weather is responsible for the 
volume that has exceeded all previous 
records. 
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being a reproduction of a fireplace 
taken from a typical English home. On 
top of the fireplace mantel, we are 
showing a fine piece of statuary of a 
typical English sporting event, depict- 
ing a hunting scene. In the fireplace 
are actual real burnt logs, so arranged 
as to impart a moving flame and vivid 
red glow through them by means of an 
electrical apparatus that gives the 
realistic appearance of logs actually 
burning. Around the fireplace are 
comfy Windsor chairs, cozy lounges, 
red leather armchairs and smoking 
stands to carry out the combination of 
green and red.” 

Thomas and Lewis Saltz are well- 
known in Washington, and were for- 
merly connected as buyers and man- 
agers of men’s furnishing departments 


‘in other stores. 





Harvey Fontius Returns 
from Eastern Trip 


DENVER, Coto. (UTPS)—H. E. Fon- 
tius, owner of The Fontius, Denver’s 
biggest volume shoe store, returned 
from his visit to eastern factories in 
New York, Boston, Rochester and other 
places in time to spend Christmas with 
his family. 

Previous to his going he installed a 
new Adrian X-ray shoe-fitting machine, 
which, according to Frank Zurick, as- 
sistant manager, is proving highly sat- 
isfactory as a time-saver in fitting ju- 
veniles when unwieldy parents need to 
be convinced of the correctness of the 
recommendations of the salesmen. This 
device has helped the store to keep up 
with the holiday rush, which is up to 
the standard of all previous holiday 
seasons at The Fontius. 








Not So Good for Shoe 
Men 


Milwaukee, Wis. (UTPS)—One 
Joseph Miller of Pleasant Hill is 
reported to have worn one pair of 
boots for seventy-one years. Dur- 
ing most of these years Mr. Miller 
wore the boots only on Sundays, 
but now they have aged some- 
what and he wears them daily! 
The boots were purchased when 
Mr. Miller was a comparatively 
young man, only 22, and at so 
young an age he displayed re- 
markable judgment in selecting a 
pair which gave him his money’s 
worth in good service. ; 

Mr. Miller made it a daily prac- 
tice to oil and polish his boots 
with unusual vigor and this 
doubtless contributed to their 
long life. Even now the boots 
show hardly a sign of wear and 
with proper care will last for 
many years more. The luster is 
somewhat dimmed, it is admitted, 
but this does not detract from 
their wearing qualities. Mr. Mil- 
ler is now in his ninety-third year 
and expects to wear his boots for 
some time to come. 





WHERE TO BUY 


Men’s & Women’s 
Slippers 











The Last y ~ 
Word in 
Quality 
Slippers “or 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 




















ALL LEATHER IMPORTED CZECHO SANDALS 
72 PAIR TO A CASE 





Sample Cases of Berta, Sonia and Riga can be shipped 
now for your inspection from New York. 


Irwin W. David, General Manager 
THE R. STERN CO., 303 Fourth Ave., New York 















ROMEOS AND VENTILATED OXFORDS 
Write 
for 
Prices 
and 

Catalog 
us at 
oy 
Style 

Made of 

Flk and Side Lea. Gone 

Aiee Hotel 

Children’s e 

Stitch- 

downs 

For 

Volume 

Buyers s ' 

THE FRIENDLY SHOE CO. Milford, Mass 

Harry L. Du Brin, Sales Mor. 














WHERE TO BUY 


Shoe Ornaments 
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THE 


REYNOLDS <<{Y(o> COMPANY 


7 Eddy Street 
Providence, Rhode Island 





MANUFACTURERS 
SHOE ORNAMENTS 


and 


JEWELRY NOVELTIES 
EXCLUSIVE DESIGNS 
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WHERE TO BUY 











Dancing Sandals 
Popular Aesthete San- 


dal im Faun and 

Gray suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 











Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Avenue, 


Eagle Rock, 
Los Angeles, California 























WHERE TO BUY 
Ballet Slippers 








i] 
saat 


Rights and Lefts 
Two Grades 









Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.25 
In Stock } 
325 West Monroe 


wih. 
SUMNER 
SMITH 
Chicago, Il. 


BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 

Wom. Miss.Childs 

600—(Top Grade) 1.45 1.40 1.35 
6eo— 


















1.30 1.35 1.90 
Coast Prices Slightly Higher 
Brooks Shoe Mfg.Co. 


Swanson and Ritner Sts. STOCK 


Los Angeles—1162 So. Hill 8. 











* KENDALL jhew nana, ok 
BALLET SLIPPERS 
IN STOCK 


Orders filled 














% KENDALL SHOE COMPANY » 
AVERHIL MA 








Soft Toe 
Turn 
Ballets 

Black Kid 


Expertiy Designed Misses & 
Women’s Children’s 


ae Re 1S 


u. F. MALOTT OE CO. Manufacturers 
Chieage 





Pathe Buys Wichgar Interest 
in Shoe Firm 


CINCINNATI, O. 
—P. A. Pathe, Jr., 
has purchased the 
Wichgar interests 
in the Cincinnati 
Shoe Company, 
and as_ president 
announces that 
the company is de- 
veloping an ag- 
gressive program 
of modernization, 
both as to factory 
and sales. 

The Cincinnati 
Shoe Company 
dates back thirty-six years. It was 
founded by Aaron A. Brown in 1893. 
Brown subsequently was bought out by 
W. A. Julian, of Julian Kokenge, and 
in 1908 W. J. Wichgar and P. A. Pathe 
took over the business as partners. P. 
A. Pathe died in 1916. Mr. Wichgar 
died in 1923. The company now comes 
into the hands of the elder Pathe’s son. 

Headquarters are in the Duttenhofer 
Bldg., Cincinnati. Factories are at 
Bethel and at Georgetown, Ohio. The 
product comprises women’s McKays re- 
tailing at $3 and $4, and includes in 
stock to meet the needs of chain store, 
wholesale and department store cus- 
tomers. 





P. A. Pathe, Jr. 


Mayors Take a Hand 
in Fight for Tariff 


SALEM, Mass.—To carry on the fight 

for a duty on women’s shoes and calf 
leather, a delegation of civic officials of 
cieties and towns which was called by 
go to Washington when Congress next 
takes up the tariff bill. This delegation 
will center its efforts to secure a duty 
on women’s shoes, and, also, on calf 
leather, these being among the chief 
products of Essex county factories. It 
will pay no heed to other items of the 
shoe and leather schedule. 
This action was resolved upon at a 
recent conference of the magistrates of 
cties and towns which was called by 
Hon. George J. Bates, mayor of Salem. 
Manufacturers were summoned to testi- 
fy before this conference as to the state 
of trade, and the need of tariff action. 
Among those who appeared were: 
Hon. Walter T. Creese, of Creese & 
Cook Co., tanners of calf leather; Wal- 
lace Burdett, of the Burdett Shoe Co. 
of Lynn; William O. Atwill, secretary 
of the Lynn Shoe Manufacturers’ Asso- 
ciation; and Fred Seavey, secretary of 
the Lynn Chamber of Commerce; also, 
Secretary Hines, of the Haverhill 
Chamber of Commerce, and V. Mc- 
Namara, of Wright, Gorevitz & McNa- 
mara, of Haverhill. 


800 Study Shoemaking 


LYNN, Mass.—Lynn’s shoe _ school 
taught shoemaking to 800 during 1929, 
which is 100 more than for the year 
before. A larger enrollment is expected 
in 1930, especially in the stitching de- 
partment, which has been enlarged. 
Trustees of the school have appro- 
priated $55,771 for carrying it on dur- 











ing 19380. 


Chain Store Men 
to Meet During 


S. E. Convention 


ATLANTA, GA. (UTPS)—Plans for 
the eleventh annual convention of the 
Southeastern Shoe Retailers Associa- 
tion are shaping up nicely, and indica- 
tions are that this will be the most 
interesting and best attended conven- 
tion ever held by shoe men of the 
Southeast. 

The date of the convention has been 
set for March 2, 3 and 4, and the place 
will be the Hotel Ansley, in Atlanta, 
which has just spent several thousand 
dollars in rearranging and redecorat- 
ing its convention hall, roof garden and 
sample rooms in anticipation of this 
and other conventions coming to 
Atlanta. 

The meeting proper will be held in 
the big convention hall of the hotel, but 
there will be a large number of sample 
rooms at the disposal of exhibitors, and 
every manufacturer will be assured of 
ample space, adjacent to the convention, 
where he can show his wares to the 
buyers. And every effort will be made 
to have the best series of displays ever 
had in connection with a Southern con- 
vention. 

In connection with the meeting, a 
first-class style show will be put on 
during the convention on the roof gar- 
den of the Hotel Ansley, while enter- 
tainment features, will, of course, 
include the annual banquet. 

An innovation this year will be a 
parallel convention of the chain store 
shoe men, who are being urged to hold 
their meeting on the same date. A 
separate convention hall and sample 
rooms will be provided for this meeting, 
and the program committee is arrang- 
ing some of the sessions so that they 
may be made joint sessions to be at- 
tended by members of both organiza- 
tions, it is stated. Hosiery and accessor- 
ies will have a place on the program, 
and space in the display rooms. 

Already reservations are being made 
for shoe buyers who are planning to 
attend the meeting, and it is expected 
that between 300 and 400 buyers from 
all parts of the Southeast, will be in 
attendance. 

Directors of the association, who are 
working on plans for the coming con- 
vention, include Frank Stevens, of At- 
lanta, president; Harold M. Steele, of 
Atlanta, secretary; J. C. Steele, At- 
lanta; John Thrash, Atlanta; Clarence 
Gibbs, Atlanta; H.S. Miller, Birming- 
ham, Ala.; Hubert Steele, Birmingham, 
Ala.; Nick Jones, Montgomery, Ala.; 
Louis Funkenstein, Macon, Ga.; Mark 
Silvers, Savannah, Ga.; Charles Ben- 
ford, Lakeland, Fla.; M. A. Condon, 
Charleston, S. C.; W. D. Wright, Spar- 
tanburg, S. C., and W. S. Miller, Col- 
umbus, Ga. 


To Attend Convention 


CINCINNATI, OHIO—A. J. Sachs, 
president of Sachs & Vigorith, Inc., of 
Cincinnati, will attend the convention of 
the National Shoe Retailers Association 
at St. Louis, making his headquarters 
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Shoe Displays to Be Held 
by Manufacturers 


CoLumsBus, OHIO (UTPS)—Many 
reservations for displays of shoes, 
hosiery, etc., have “been made with 
the Deshler-Wallick Hotel, Columbus, 
where the annual convention of the 
Ohio Valley Retail Shoe Dealers As- 
sociation will be held Feb. 24 and 25. 

Contrary to the usual custom, the 
displays will not be sponsored by the 
association, but will be given by manu- 
facturers and wholesalers in direct ne- 
gotiations with the hotel management. 
Instead of having the usual displays 
sponsored by the association, associate 
memberships are being sold to aid in 
defraying the association expenses. 

Many interesting features are prom- 
ised at the convention by C. E. Dittmer, 
executive secretary of the association. 
One of the principal features will be 
the analysis of a typical Ohio shoe 
store by Frank Stockdale, head of the 
store management division of the asso- 
ciation. 


Lynn Firm to Increase 


LYNN, Mass.—Colella & Leighton 
are taking more space at 266 Broad 
street for the purpose of making more 
shoes in 1930. They make big city 
styles by the “Col-Ton” process. “Pat- 
sy” Colella is planning to travel a part 
of the route that was formerly covered 
by his late partner, Harlan P. Leigh- 
ton. Miss Marie Finnerty, of the Bos- 
ton office, will also sell the firm’s shoes. 


Brockton Firms to Be in 
Boston January Show 


BrocKTON, MAss.—Several Brockton 
manufacturers and a few in the Old 
Colony district will cooperate in the 
Boston Shoe Style Show, to be held in 
January in Boston, and more than a 
dozen from this district will be repre- 
sented in the show, according to W. E. 
Doyle of the Doyle Shoe Co., who has 
been named chairman of the hospital- 
ity committee, with Lester E. Packard 
of the Avon Sole Co. as his assistant. 

Those already preparing exhibits are 
Charles A. Eaton Co., Doyle Shoe Co., 
Brockton Cooperative Boot & Shoe Co., 
Joseph Corcoran Shoe Co., Corcoran- 
Gleason Shoe Co., Conrad Shoe Co., 
Emerson Shoe Co., Dunbar Pattern Co., 
Clayman Shoe Co., Hurley Shoe Co. 
and Clayman Shoe Co. of Rockland, 
Field Bros. Shoe Co. of East Bridge- 
water, and Brockton Shoe Mfg. Co. and 
Central Shoe Co. of South Braintree. 


George W. Baker on Business 
Trip 

ROCHESTER, N. Y.—George W. Baker, 
Jr., vice-president and general man- 
ager of the Adapto Shoe Co., New 
York, was in Rochester this week on 
his way home from a western business 
trip. Mr. Baker said that the Adapto 
and Vitamode shoes have had a splen- 
did reception. Both will be displayed 
at the St. Louis convention next week. 
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F. L. Emerson Given Silver 
Testimonial 


AUBURN, N. Y.—Fred L. Emerson, 
head of Dunn & McCarthy, Inc., of 
New York and Auburn, was presented 
on Tuesday, December 17, with an ela- 
borate 16-page engrossed testimonial 
by the merchandising staff of the Enna 
Jettick Boot Shops. 

In 1904 Mr. Emerson joined Dunn & 
McCarthy, Inc., shoe manufacturers, 
beginning at the bottom, and today, 
as active head, operates through more 
than 5,000 dealers who sell Enna Jet- 
tick Shoes in every state in the Union. 

It was Mr. Emerson who sponsored 
Sir Harry Lauder’s two recent radio 
broadcasts, and among other interna- 
tional stars, has presented Madam 
Schumann Heink over his Enna Jet- 
tick Melodies, nation-wide radio hook- 
up on Sunday nights. 





H. D. Erk Writes Prize 
Winning Credit Letter 


CoLuMBus, OHIO—H. D. Erk, sales 
promotion manager of the Lape & Ad- 
ler Company, Columbus, has_ been 
chosen as winner of the Winton Watch, 
offered by the Hipp, Didisheim Co. for 
help in settling one of their credit prob- 
lems with retail merchants. Mr. Erk’s 
letter was picked by the judges from 
hundreds of excellent letters submitted 
in the contest, conducted by Sales Man- 
agement, which closed Dec. 1. 





William deKrafft Now with 
U. S. Rubber Co. 


New York City—F. B. Davis, Jr., 
chairman of the board and president 
of the United States Rubber Company, 
has authorized the following announce- 
ment: 

“It is a pleasure to announce that 
Mr. William deKrafft, who has been for 
many years associated with the Bald- 
win Locomotive Works as vice-president 
in charge of finance, will, on Jan. 1, 
1930, assume the duties of chairman of 
the Finance committee of the United 
States Rubber Company. For some 
time Mr. deKrafft has been a member 
of the board of directors of the United 
States Rubber Company.” 

Mr. Davis also announces the ap- 
pointment of Dr. W. A. Gibbons of 
Montclair, N. J., as director of the de- 
velopment department of the company. 
In his new post Dr. Gibbons assumes 
charge of all research work, a field in 
which the company holds high rank in 
the rubber industry. 





Florsheim Co. Now Making 
Women’s Shoes 


CHICAGO—Milton S. Florsheim, chair- 
man of the Board of Directors of the 
Florsheim Shoe Co., States that the 
company’s new plant for the manu- 
facture of women’s welt shoes is begin- 
ning production, and that a complete 
line of samples will be ready to show to 
the trade inthe early part of January. 

Earnings for the past year have been 
very satisfactory, and show a net profit 
of $5.92 a share against $5.25 for the 
like period in 1928, 
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WHERE TO BUY 
Children’s Shoes 











Approved by Medical Men 


As a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
is wunexcelled. Well 
known surgeons recom- 
mend its use. 

Barkley Shoe Co. 
1166 Ne. Main St. 

Brockton, Mass. 



















IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 

New Yo 
323 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 


Factory, Danvers, Mass. 
Send for Catalog 











Baby Shoes! 


Soft Soles and 
Moccasins 
84.80 to $9.00 dos. 
All colors—all styles! 
Send for Samples!! 


BOSTON BABY 
SHOE CO. 
Ne. 1014-1016 Harrison 
Ave., Boston 

















WHERE TO BUY 


Store Fixtures 
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SUCEACACUTEERECUCTEEEEUEETEEEEEUTEEEE EO TEE EEE E EELS 
= THE BRANNOCK = 
= SCIENTIFIC FOOT-MEASURE = 
= Simple — Accurate — Practical = 
= Write for FREE TRIAL 2 
= THE BRANNOCK DEVICE = 
= Syracuse, N. Y. = 
PUT 





WHERE TO BUY 
Children’s Slippers 










< : 
ee » No. C7305—Allsizes in stock 
Afor immediate delivery. 
. gWrite for descriptive cir- 
cular of complete line of 
Rest-Rite Slippers. 









Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 























WHERE TO BUY 
Spats 

















ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 





636 Broadway 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


All 
ee ek 
Samples on Request 





STAR FOOTWEAR MFQ@. 


Howard and Norris Sts. 
Philadelphia 














IN STOCK FOR 
IMMEDIATE 
DELIVERY 

A complete stock 
of fine spats to 
retail from $1.50 
to $5.00 insures 
immediate de- 
livery. 

Send for price list 


S. Rauh & Co 
650 Sixth Ave. 
New York 








SPARTON I] 


SPOTPRU GPATS: 








Rub the spot or stain with a damp cloth 
and presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 





can’t waste my time on this kind of a 
racket. Here’s your damned shoes and 
I’m off.” 

“Oh, no you aren’t. If you try to 
leave I’ll have you pinched.” 

The woman got worried at this, so 
Billy gave her money back and hus- 
tled Patten out of the house. Patten 
looked at Billy and decided that he 
had better not say anything. Without 
a word the two men took the trolley 
back to Fretton. Then Billy marched 
the scared, yet defiant, Patten up the 
stairs to the office of his lawyers, Wise 
and Whitmen. Mr. Wise was in and 
listened in silence to the story. Patten 
sulkily denied it, but when Wise 
reached for the telephone saying that 
he would send for the police, he changed 
his tune. Half an hour later the two 
men left the office after Patten had 


resentation. 

Billy was raging mad, yet he was 
deadly quiet. He said afterward that 
he couldn’t understand how he con- 
trolled himself and at the same time 
had a definite purpose in mind. Billy 
gripped Patten’s arm and led the 
sulky, yet thoroughly scared, fellow 
through Mill Street and to the rear of 
his store. When in the seclusion of 
the store, Billy released his hold and 
said grimly: 

“I won’t have you put in jail. It 
wouldn’t undo any of the harm you’ve 
done, or get me my money back. But 
I'll get some satisfaction. I’ll give you 
the damndest licking you ever had in 
your life.” 

“You touch me and I’ll make it hot 
for you,” Patten screamed in terror, 
but Billy’s answer was to land his fist 
on the coward’s jaw. Then there was a 
real scrap. Patten saw that he was in 
for it so started fighting back. The 
scuffle brought Riley, Billy’s redhead 
temporary assistant, to the rear door, 
and that natural born scrapper yelled 
with delight. But it was soon over, too 
soon for Riley, and Patten lay in the 
mud, blubbering. Billy dusted his 
hands together and glaring at Patten 
growled. 

“Now you get the hell out of this 
town, for if you don’t I’m liable to for- 
get myself and give you a real thrash- 
ing.” 

It took the rest of the week for Billy 
to get to the bottom of things. He 
promised all the customers who had 
paid for the shoes that he would make 
good on the man’s promise. It was a 
very crestfallen Billy who told the 
story to June at the end of the week. 
“Gee, gorgeous,” he began, “you’d 
never guess the things that bird did. 
He stuck nearly everybody for a couple 
of bucks more than the regular price 
and of course shoved it in his pocket. 
The ‘free-repairs-as-long-as-the-shoes- 
last’ sold ’em every time. And then I 
found where he had actually sold some 
shoes for his old concern, The Western 
Hemisphere people. You must think 
me the prize dumb-bell, wonderful, but 
that crook sure fooled me.” 





“Don’t think any more of it, big boy, 
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signed a confession of theft and misrep- | 


Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 33 ] 


of course, you couldn’t possibly know 
what he was; I reckon anybody would 
have been fooled the same way. In 
future though, honey, it might be a 
good thing to look up references more 
carefully. Anyhow, the way you han- 
dled it will, I’m sure, prove a good 
thing. You made everybody happy and 
you'll get a lot of new customers, you 
see if you don’t. . . . And honey... .” 

“What is it, good looking?” 

“I’d have given a front tooth to have 
seen that scrap.” 

Billy felt a tingle of pleasure at 
June’s words. He, himself had felt 
better after the scrap, yet he was 
afraid that June would think he had 
acted foolishly. 

“I’m glad you feel that way, mag- 
nificent, but just the same it’s bad busi- 
ness. But believe me, I’ll want per- 
sonal references from the angel Gabriel 
from the next chap I put on. I can see 
the importance of having the fellow 
who represents the store able to do it 
properly. If I hadn’t got on to him, 
the thing might have gone on for 
weeks, and then I would have had a 
problem on my hands, for everybody 
would have held me responsible, and 
rightly so I guess.” 

“Well, quit worrying, honey. It’s 
done and not too much damage. You 
can buy me a thanksgiving sundae. 
Come along, my gorilla!” 

The story of the fight leaked out, of 
course; it was too much to expect a 
red headed Irishman to keep a thing 
like that to himself. After Riley had 
told the story half a dozen times it 
quickly spread over the town. Mor- 
land, his worst competitor sneered a 
lot about it, but by and large, the peo- 
ple of Fretton felt proud of Billy for 
his stand; and his popularity continued 
to grow. As he explained to June. “I 
seem to get popular through my dam- 
fool mistakes. I wish it was because 
I was a good shoe merchant instead.” 
But everybody likes a fighter, and Billy 
was quite embarrassed at the open ad- 
miration he received, especially from 
his women customers. 

The excitement of the Patten affair 
made him forget to tell June about the 
fine talk on The “Retail -Salesman,” 
that was given at the Chamber of Com- 
merce luncheon the day after the fight. 

It was over a week before he thought 
of it, or rather until June asked about 
it one evening after she had finished 
posting the books. She suddenly looked 
up from her work and exclaimed: 

“Listen, old hot, you never told me 
what kind of a time you had at the 
Chamber last week. Come on, now, 
tell mama.” 

Billy grinned happily and replied, 
“Come and sit over here and Ill tell thee 
a fine story. But, good looking, to be 
serious, that fellow knew his salesmen 
all right, all right. I got more ideas on 
selling to the square foot from him, 
than I ever got out of any book.” 

“Well, get busy, at present you talk 
but say nothing.” 

“To begin with, gorgeous, he spoke 
of the attitude of the salesman.” 
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“How to stand and all that?” June 
looked disappointed. 

“No, don’t interrupt the speaker. He 
said the salesman should take the atti- 
tude that he is an assistant buyer; his 
real job is to assist the customer to buy 
what she really needs. He said that 
when he gets that viewpoint he puts 
himself on the other side of the counter, 
psychologically speaking.” 

“Did he use that long word?” June 
asked with giggle. 

“Did he? and how. He said that we 
should look on every sale as merely 
the introduction to the next one. If 
we did that we would take jolly good 
care to make the customer satisfied. 
Then he spoke of how to greet a cus- 
tomer. He said that the salesman 
should be friendly, but not familiar. 
That struck me as pretty good dope. 
I’ve often noticed that when you get 
too pally with the customer you seem to 
lose him; he either expects you to give 
him something extra, or else he gets 
to think you don’t know so much. Fun- 
ny thing, but people who know you 
very well don’t take you seriously.” 

“IT guess that’s so” agreed June. 
“Like I read in a book that a specialist 
was always a man who came from a 
long way off.” 

“This chap then said that every cus- 
tomer was like a stone thrown into a 
pool. He told us that when you tossed 
a stone in the water it caused ripples 
to extend in all directions and the big- 
ger the stone the wider the ripples. 
Customers were like that, they either 
radiated good or bad things about you. 
If they got looked after all right the 
radiated good news. Gee, beautiful, 
I wish you could have heard him. It 
sounds nothing as I tell it, but that 
bird sure could handle his Webster.” 

“Never mind his language, big boy, 
the idea is what counts, and it strikes 
me as real horse sense.” 

“You know old man Goole who runs 
the stationery store on Washington 
Street? Well he ups and asks how 
you are ever to sell old stuff if you 
only sell what the customer should 
have. I thought he had the speaker 
climbing a tree, but he came back as 
pretty as you please. He said that 
with the exception of seasonal goods, 
most stock was just as old as the sales- 
man thought it was. He said that most 
stock was as new to the customer as it 
was to the salesman the first time he 
saw it. And in consequence the sales- 
man could, if he would, sell it just as 
readily as he did when it first came 
into stock. Most old stock, he went 
on, is only old because the salesman got 
tired of it, and in consequence thought 
that the public must be tired of it also.” 

“That listens like the real stuff,” 
June said. 

“Yes, the trouble with many sales- 
men, according to this bird, is that 
when a new thing comes in they for- 
get all about the regular stuff, and so 
it becomes old in the salesman’s mind.” 

“Then he told us how everything 
was bought for what it did and never 
for what it was. So if we wanted to 
sell anything we must tell what the 
customer will get out of it. His talk 
on the customer’s mind hit me best, I 
think,” Billy was wound up so June 
said nothing for she was keenly inter- 
ested. 

“It seems that when the customer 
buys anything, his mind travels along 
definite lines, and goes through four 
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steps. He called them, Attention, In- 
terest, Desire, and Action and you 
couldn’t sell anyone unless their mind 
goes on this journey. Then he told 
how to help the customer on this men- 
tal journey. First, it was the sales- 
man’s appearance and his manner of 
approach that decided the kind of at- 
tention you got. You roused his In- 
terest by the amount of sincerity and 
enthusiasm you put into your talk 
about your goods. He said, suppose 
you are selling a pair of shoes. If you 
toss the shoes around, the customer 
will naturally think they are of little 
value and in consequence will not like 
them, but if you handle them as if 
they were worth a million dollars the 
customer will want them because your 
respect for them tells her that you 
know they are good. I wish I could 
put it in the classy language the speak- 
er did, beautiful, for it sounded great 
then.” 

“If it wants high falutin’ language 
to make it good it can’t be up to much. 
But it sounds good to me even if you 
can’t tell it in... in. 

“IT got you the first time, ” Billy 
chuckled “even if I do tell it like a 
hoboe.” 

“IT didn’t mean that, honey, but go 
on, I’m interested.” 

“All right, but don’t interrupt so 
much. It seems that Desire is aroused 
when you make the customer see that 
the value of the shoes is worth more 
than the price of them. Say, you ought 
to have heard him land into the sales- 
man who greets a customer by asking 
him what he can show him and then 
follows with an inquiry as to how much 
he wants to pay. He says they aren’t 
salesmen but business killers. Never 
talk price until you have shown the 
customer something that interests him 
or her as the case may be.” 

“T don’t know as I can agree with 
that,” June cocked her pretty head on 
one side as she spoke.” You might 
show a customer ten dollar shoes when 
they only want five dollar ones.” 

“Oh, it’s easy in shoes.” Billy gave 
a shrug of his shoulders as he spoke, 
“When I take off the customer’s old 
shoe I know pretty much what it’s 
worth and then I know what to show. 
But I always plan to show something 
better than what she is wearing on 
the principle that it’s easier to come 
down than go up.” 

“That’s reasonagle,” agreed June. 

“And to get Action—to close the sale, 
you want to assume the order. Instead 
of asking if she wants the shoes, you 
ask when she wants them, or how many 
pairs and so on. You merely discuss 
the terms of the sale, and take the sale 
for granted.” 

“That’s true,” June agreed. “I know 
when I buy any yard goods the sales- 
man usually holds out the piece I like 
and measuring the first yard looks up 
and asks me how many yards I want.” 

“What pleased me was that I found 
I was doing much that he advised. 
Now, however, I’ll do it better for I’ll 
have a plan of action, as it were.” 

“You always could sell, Billy,” June 
looked up proudly at her man as she 
spoke. 

“TI admit it, wonderful.” Billy bowed 
in mock dignity as he spoke. “But he 
gave me a good answer to a question I 
asked about how to sell shoes that were 
good value but not in style.” 


[TURN TO NEXT PAGE, PLEASE] 
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WHERE TO BUY 
Spats 


BOND STREET 
ee A 








Styled in Bngland— 
Equal in every way 
to the finest im- 
ported spate — but 
—_, — here and 


err, complete e 
in wide ra of 
yp advertised. 
Write for price list and samples. 
THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 

LYONS & COMPANY 
122 Duane Street New York, N. Y. 


PERFECTION “ 
oho 


CONSISTENTLY 
THE BEST 
Perfection 8 pats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Light Fawn. (Prices and samples on re- 
quest.) 














Perfection Overgaiter Co., Ine. 
ro 107 College Street, Buriingten, Vt & 
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Store Fixtures 
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HAVE YOU A COPY OF THE 
NEW GOODWIN CATALOG | 
of SHOE STORE FIXTURES 


and STORE INSTALLATIONS 


oe 


GOODWIN & CO., Inc 
Worcester, Mass 


A Change of Factories 


LYNN, Mass.—Jarnes, Hamburger 
Co. have sold their factory at Hal- 
lowell, Me., to M. E. Haskell & Sons, 
shoe wholesalers, 204 Essex street, Bos- 
ton, who will operate it. Jarnes, Ham- 
burger Co. are returning to Lynn, from 
where they moved two years ago. They 
are negotiating for a factory. They 
made 50 cases a day of women’s nov- 
elty McKays at Hallowell. 

















Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 61] 


“He said,” Billy went on, “that there 
were plenty of people who wanted wear 
and comfort ahead of style and to such 
people you could sell old style shoes 
by saying ‘Here is a pair of shoes that 
fit you perfectly. They are not the 
newest style, and if that’s what you 
want that I can’t recommend these. But 
for real value and comfort these are 
worth your while, especially at the 
price.” 

Billy got up. He had told his story 
and was ready to go home. June held 
out her hand and Billy took it and 
— her to her feet. As she slipped 

er coat on she said thoughtfully, “I 
like what you said tonight. That man 
was all right for he didn’t suggest any 
smart aleck tricks.” 

“No, sir,” Billy agreed. “He said 
that, so-called high pressure selling 
was plain dishonest. And he has no 
use for any half lies and so on. He 
said that selling was nothing that any- 
body need be on their guard against, 
for true selling never sold the cus- 
tomer anything but what would 
satisfy. He said that satisfaction was 
the door that lead to continuous busi- 
ness, while dissatisfaction was the bolt 
which barred the way to repeat sales. 
The speaker is coming back next month 
to talk on personality. In the mean- 
time, wonderful, let’s struggle with a 
couple of sodas.” 

As they entered Felkingtons they 
saw Mr. and Mrs. Parker. At Park- 
ers’ invitation they sat at their table. 

“Do you know, my dear,” Parker 
addressed his wife, “that you have the 
honor of sitting at the same table as 
the coming lightweight champion 
fighter of Fretton?” 

“Aw, Mr. Parker, quit kidding me.” 

“What do you mean, kidding you?” 
Parker’s eyes twinkled with fun as he 
spoke. “I wrote Professor Brinstead 
about it, and he was quite delighted 
to hear the news. And that reminds 
me, he will be in town the day after 
tomorrow and wants you to have dinner 
with him.” 

“Sure, glad to,” Billy said. 

A few minutes later he and June 
were walking briskly to her home. “I 
wonder what the old Prof. wants to 
talk about?” he asked June. 

“How should I Enow, silly. Ask me 
something easy.” 

He did. And the way June looked 
into Billy’s eyes showed that she knew 
the answer. 





Utah Shoe Man Dies 


SALT LAKE City, UTAH.—A. W. Col- 
linson, for many years head of the shoe 
department at the Keith-O’Brien de- 
partment store of this city and one of 
the city’s best-known shoe men, is dead 
at the age of 58. Mr. Collinson since 
severing his connection with the Keith- 
O’Brien store, at about the time they 
moved to a smaller building, had been 
employed by the Hirschman Shoe Com- 
pany, and at the time of his death by 
the Hunter-Thompson Shoe Company. 
Although his health for some time had 
not been regarded as robust, his death 
came as a shock to all who knew him. 
He was at work on Tuesday and on 
Wednesday morning relatives reported 
he would unable to get down to the 
store that day. Later in the day he was 
reported to have passed away. 





Built Successful 
Shoe Business by 
Featuring Style 


BALTIMORE, Mp.—Wyman’s, one of 
Baltimore’s leading and largest exclu- 
sive retail shoe establishments, is ob- 
serving its twenty-eighth anniversary 
with a special anniversary sale. 

Twenty-eight years ago, the late 
Maurice Wyman, who had gained an 
excellent knowledege of the retail shoe 
business, first as a shoe clerk and then 
as shoe buyer, was given the oppor- 
tunity of founding an exclusive retail 
shoe business of his own. This he did 
at 19 West Lexington Street, in a build- 
ing which today houses the main store 
of Wyman’s. Mr..Wymam founded his 
business with the thought of making 
style and quality the predominating 
features. There were many stores that 
were selling shoes. Mr. Wyman want- 
ed to do better than that. He wanted to 
sell the best in shoes in fashion’s latest 
mood. And he did. As a result, 
Wyman’s has become synonymous with 
the best in footwear, both as to quality 
and style. 

At the West Lexington street store, 
a women’s ‘shoe department, misses’ 
shoe department, children’s shoe de- 
partment and men’s shoe department 
are maintained. Each one of these is 
modern in every respect. Hosiery for 
the entire clientele is carried. 

A few years ago, while the late Mr. 
Wyman was still living, a branch+store 
was opened at 111 East Baltimore 
street, in which men’s footwear is feat- 
ured exclusively. It is known as the 
French, Shriner & Urner branch of 
Wyman’s. 

A few months ago Woman’s Junior 
Shop was opened in the North Avenue 
Market Building, on North Avenue at 
Charles street. In this shop every jun- 
ior footwear need is taken care of. 

Henry Wyman, son of the late Maur- 
ice Wyman, is now active head of the 
establishment with which he has been 
identified for some time. He is one of 
the popular young shoe merchants of 
the city. 

For this Twenty-eighth anniversary 
event, Wyman’s is offering women’s 
Cuban heel slippers in all styles and 
leathers at $4.95, that were $6.50; 
women’s style slippers, in all styles, 
leathers and heels at $6.95, that were 
formerly $8.50; the $10 models for $8.45 
and the $12.50 types for $9.95. Men’s 
shoes, including Scotch grain, are of- 
fered for $6.95, that were $8 and $8.50, 
and for $8.90 that were $10. Patent, 
dull and tan calf $3.50 strap and ox- 
ford children’s shoes in sizes 6 to 11 
and 11% to 2, are offered for $2.95. 
Boys’ tan and black $3.50 shoes are of- 
fered for $2.95, and Kal-Sten-iks shoes 
for children are offered for $3.65 that 
were $4 and $4.50, and for $4.35 that 
were $5 and $6.50. 





Joins Technical Staff 


Prasopy, Mass.—Dr. C. K. Reiman 
has joined the technical staff of the 
A. C. Lawrence Leather Co. He was 
formerly with the Dr. Arthur. D. Little 
laboratory at Boston, and while with 
this laboratory made a special of re- 
search work in the chemistry of the 
leather trade. 


62 


Godman Subsidiary to 
Distribute Arch Shoe 


CoLuMBus, OHIO (UTPS)—The H. 
C. Godman Co. of Columbus, which 
operates eleven shoe manufacturing 
units in Columbus and Lancaster, Ohio, 
has.sponsored a new subsidiary under 
the name of the Si-En-Tiffick Shoes, 
Inc., with a nominal capital of $10,000 
to distribute a new line of women’s 
shoes under the name of the Si-En- 
Tiffick shoes. The new line is an arch 
support to be retailed at $5 and $6. 
The incorporators of the company are 
Allen Pretzman, Dawid Craig and C. 
E. Cowey. 

Officers of the new company are F. A. 
Miller, who is at the head of the H. 
C. Godman Co., president; J. Elmer 
Jones, vice-president; R. A. Grieve, sec- 
retary; C. L. Ims, treasurer, and C. H. 
Greeley, general sales manager. The 
slogan under which the shoes will be 
sold is, “If yours is a northal foot you 
can be properly fitted in Si-En-Tiffick 
shoes at an inexpensive price.” 

According to F. A. Miller, head of 
both concerns, the company started the 
production of the new line of arch sup- 
port shoes a year ago and made 300 
pairs daily at the start. The demand 
has exceeded the expectations of the 
company, and at present 2900 pairs are 
produced each day. It was deemed ad- 
visable to set up a separate agency to 
distribute the line because of the rapid- 
ly growing popularity. C. H. Greeley, 
the general sales manager, until recent- 
ly was connected with the Dunn & Mc- 
Carthy Co. of Auburn, N. Y. The of- 
fices of the company are at 31 North 
Fourth Street, with those of the H. C. 
Godman Co. 





Interest in Cotton Shoe 
Fabrics 


BosTtoN—Shoes made of the new cot- 
ton fabric that has the appearance of 
silk promise to hold a prominent place 
in the new spring lines of the manu- 
facturers of women’s shoes. Max 
Fuente, dealer in shoe goods, who is the 
exclusive agent in the New England 
territory for this new fabric, has sam- 
pled several styles of shoes in this new 
material. 

The new cotton fabric is known as 
sudanette and sudanette faille. It has 
the lustre of silk, and besides matching 
the quality of silk in appearance and 
durability, is also washable. 

The fabric is available in a range of 
27 different colors. The shoes which 
Mr. Fuente has had made up in the new 
material aptly show in the one-strap, 
oxford tie, plain pump and leather ap- 
plique patterns. Shoemen who have 
viewed the samples speak highly of the 
possibilities of the new cotton fabric. 





- Mrs. Day Honored 


DANVERS, Mass.—At the annual 
Christmas party of Mrs. Day’s Ideal 
Baby Shoe Co., the employees present- 
ed to Mrs. Day a pair of silver candle 
sticks. Mrs. Day stated that the com- 
pany has had an excellent year of busi- 
ness, and, also, that it has orders 
enough ahead to keep it busy for the 
next three weeks. Among the guests 
was D. F. Sullivan, of Fall River, who 
was one of the first retail merchants 





to buy Ideal baby shoes. 
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Tue shoes of the well- 
dressed man are invariably 
finished with Diamond Brand 
Visible Fast Color Eyelets. A 
small item of great importance 
that manifests care in selecting 
footwear. Visible Eyelets also 
manifest the care the manu- 
facturer bestows on every de- 
tail of the shoe's construction. 
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DIAMOND BRAND Visible FAST COLOR EYELETS 
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The Publications of the 
U. B. P. 


Cover a Variety of 
Important Fields 


Metal Trades 
The Iron Age 
Hardware Trade 
Hardware Age 
Hardware Age Catalog 
Textile 
Dry Goods Economist 
National Dry Goods Reporter and Drygoods- 


man 
National Dry Goods Reporter Wholesale 
Shoes and Hosiery 
Boot and Shoe Recorder 
Hosiery Age 
Jewelry & Optical 
Jewelers’ Circular 
Optical Journal 
Jewelers’ Circular Buyers Directory 
Automotive 
Automotive Industries 
Automobile Trade Journal and Motor Age 
Motor World Wholesale 
Commercial Car Journal and Operation & 
Maintenance 
Automotive Industrial Red Book 
Chilton Catalog & Directory 
Chilton Aero Directory and Catalog 


Oil 

Oil Field Engineering 

Petroleum Register 

Allen’s Superintendents Hand Book 
Toys 

Toy World 
Plumbing & Heating 

Sanitary & Heating Age 
Warehousing 

Distribution & Warehousing 
Insurance 
The Spectator 


United Business Publishers, Inc. 


239 West 39th Street 



















































New York City 


OFFICERS: 


A. C. Pearson, Chairman 
F. J. Frank, Pres. 


Arnold L. Davis, Sec’y 


C. A. Musselman, Vice-Pres. 
F. C. Stevens, Treas. 
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DRY GOODS ECONOMIST 
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If Your Message Is Directed 
to Department and 
Dry Goods Stores 


For more than eighty years—since 
1846, to be exact, the Dry Goods 
Economist has been the dominant 
business paper in that fertile field of 
department and dry goods stores. 
Editorially its preachment has guided 
the thinking of store owner, gen- 
eral manager, merchandise manager, 
buyer, advertising manager, display 
manager, controller, personnel direc- 
tor, sales person—in fact, of every 
important person in the store who 
influences either the store’s buying or 


the selling. 


Multiply that individual coverage by 
more than 9,000 stores in more than 
3,000 cities and towns and you will 
have an appreciation of the Econ- 
omist’s value to all those having a 
merchandise message directed to the 
department and dry goods stores of 


the country. 


- 





DRY GOODS ECONOMIST 


A Unit of the United Business Publishers, Inc. 


239 West 39th Street 
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New York City 








THE QUALITY 
BOX TOE 


We 


Contes and beauty are upper- 
most in the mind of the modern shoe 
designer. Celastic Box Toes enable 
the manufacturer to build these two 
important features into his shoe. The 
permanent fusing qualities insure 


perfect toe smoothness free from 


creases, sharp edges, or wrinkled 

linings. It will pay you to specify 

CELASTIC—THE QUALITY 
BOX TOE 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 
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Business Changes 


ARIZONA—Prescott — Biles Clothing Co.; 
boots, shoes, etc.; succeeded by Rittenhouse and 
Campbell. 

CALIFORNIA — Los 
(“People’s Dry Goods 
boots, shoes, etc.; inc. 


Angeles — Max Cohen 
Co.”) (437 Main St.); 

as General Army and 
Navy Stores, 


Inc. 
ILLINOIS—Blandinsville—M. Coffman ; boots, 
shoes, etc.; reported sold or closed out business. 
Chicago—Nora Berg; boots, shoes, etc.; re- 
ported sold or closed out business 
Pinckneyville—Hirsch’s (M. J. Hirsch) ; boots, 
shoes, etc.; succeeded by Walter Sims. 
Rn pp J Boot Shop, Inc.; boots, 
oes, etc.; succeeded by Bell Boot Shoppe 
wneNDIA 'ANA—Elkhart— Keene's Klothes Shop; 
name changed to Keene’s 
hop. 
Clothiers ; 


KANSAS—Topeka—Felix boots, 
oes, etc.; reported sold or closed out business. 
LOUISIANA—New Orleans—Rand Shoes Co., 
Inc. (1025 Canal St.) (& branches) boots and 
shoes; recently commenced business. 

MAINE—Bucksport—Simon Cohen (New York 
Syndicate); boots, shoes, ete. ; apenas branch 
here—headquarters in Bangor, M 

MASSACHUSETTS—New Bedford — Jobbers 
Shoe Store; boots and shoes; certificate filed 
by Jenny Winokoor. 

Whitman—Arthur S. Hapgood (564 Washing- 
ton St.); boots, Te etc.; reported will dis- 
continue busines: 

MICH IGAN—Grand Rapids—Simon Natow 
10410 W. Jefferson St.) (River Rouge); boots, 
shoes, etc.; sold or closed out business; re- 
moved to Hazel Park, Mich. 

MINNESOTA—Granite Falls—Lasker & Upin; 
boots, shoes, etc.; opened branch here—head- 
quarters Albert Lea, Minn. 


St. Paul—C. J. Gelin; boots, shoes, etc.; suc- 
ceeded by Richard A. Hubbard. 

MISSOURI—Joplin—Rosenberg’s Shve Stores, 
Inc.; boots and shoes; succeeded by R. & D. 
Shoe Corp.—headquarters Shreveport, La. 

St. Louis—Aaron’s Women’s Ready to Wear, 
Inc.; boots, shoes, etc.; inc. authorized capital 
$10,000. 

Steele—Sam Hamra; boots, shoes, etc.; suc- 
ceeded by Sam Hamra’s Chain Stores, Inc. 

MONTANA—Plentywood—Dion-Eustrom Co. ; 
boots, shoes, etc.; sold or closed out business ; 
removed to Miles City. 

NEW YORK—New York City—Equitable Shoe 
Co., Inc.; inc. authorized capital $33,000. 

Gotham Bootery, Inc.; boots and shoes; in- 
corporated. 

Daniel Malvin & Co., Pees boots and shoes ; 
inc. authorized capital $100,000 

Albert Savod (2151 Third ‘St.); 
shoes; sold or closed out business. 

South Ozone Park—Meyer & Kohn, Inc. (135-34 
Rockaway Blvd.) (135-50 Rockaway Blvd.) ; 
boots and shoes; corporation dissolved, Sam 
Kohn, owner. 

OHIO—Akron—James Eastman (‘Eastman 
Cut Rate Store”); boots, shoes, etc.; reported 
sold or closed out business. 

Cleveland—Campbell & Boston; boots, shoes, 
etc.; incorporated. 

Columbus—Si-En-Tiffick Shoes, Inc.; boots and 
shoes; inc. authorized capital $10,000. 

WEST VIRGINIA—Charleston—Isaac A. Gun- 
os, Soom, shoes, etc.; succeeded by Gunter & 
ord. 

WISCONSIN—Waupau—Dreis Men’s Shop: 
boots, shoes, etc.; succeeded -by Rodeker and 
Van Zande. 


boots and 








Failures, Embarrassments, Etc. 


ARIZON A—Chandler—Lesueur Dry Goods Co. ; 
boots, shoes, etc.; reported assigned. 

CALIFORNIA—Long Beach—Harrington & 
Dickey (DeLux Bootery); boots and shoes; re- 
ported assigned. 

Los Angeles—Fern Shoe Co.; shoe manufac- 
turers; reported offering to compromise at 50%. 


FLORIDA—Jacksonville—John E. Khoury; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 


GEORGIA—Thomaston—W. E. Adams; boots, 
shoes, etc.; reported offering to compromise at 


30%. 

ILLINOIS—Chicago—Harry Goot (2823 W. 
22nd St.); boots and shoes; reported petition 
in bankruptcy. 

Alexander Gross; boots, shoes, etc.; reported 
petition in bankruptcy. 


White & Gartner, Inc.; boots and shoes; re- 
ported petition in bankruptcy. 
Nathan Cohen (603 N. Clark St.); boots, 


, ete; 
at 25%. 

MASSACHUSETTS—Rockland—Alden, Walker 
& Wilde, Inc.; shoe manufacturers; reported 
assigned. 

MICHIGAN—Detroit—Schneider Boot Shop; 

ts and shoes; reporter petition in bank- 
ruptcy. 

NEW JERSEY—Jersey City—Lergold Stores, 
Inc.; boots, shoes, etc.; reported petition in 
bankruptey. 

Newark—Abraham Raskin (292 Market St.) ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

NEW YORK—Brooklyn—May & Leavitt Shoe 


reported offering to compromise 


Corp. (914 Kings Highway); boots and shoes; 
called meeting of creditors. 


Menig & Bastable; manufacturers ladies’ 
shoes; reported assigned. 
New York City—Philip Pensky (20 West- 


chester Sq.); boots and shoes; reported peti- 
tion in bankruptcy; reported receiver appointed. 

Werly Shoe Co., Inc. (138 W. 25th St.); shoe 
manufacturers ; reported assigned. 

NORTH CAROLINA — Greensboro — Fannie 
Marks (346 S. Elm St.); boots, shoes, etc.; re- 
ported receiver appointed. 

OHIO—Columbus—Florence Albert (1226 Par- 
sons _Ave.) ; boots and shoes; reported receiver 
appointed. 
PENNSYLVANIA—Collingdale—Morris Mol- 
lennick; boots and shoes; reported offering to 
compromise at 35%. 

Philadelphia—Colton & Radoff Shoe Mfg. Co. 
(117-21 N. 6th St.) manufacturers women’s 
shoes; called meeting of creditors. 

Lewis Goldstein (1228-30 S. Second St.) (616 
S. Fourth St.); wholesale and retail boots and 
shoes; reported offering to compromise at 50%. 

Louis Banks (“Banks Kiddies Shop’) (2830 
Germantown Ave.); reported petition in bank- 
ruptcy; reported receiver appointed. 

Pittsburgh—Morris Denmark (Ritz Bootery) ; 
—_, shoes, etc.; reported petition in bank- 
rupte 

VIRGINIA—Norfolk—J. E. Land; boots and 
shoes; reported petition in bankruptcy. 

WEST VIRGINIA—Fairmont—Ice & Hardisty, 
Inc.; boots and shoes; reported assigned. 

WISCONSIN—Oshkosh—Herald O. Bathke 
(Herald Bootery); reported offering to com- 
promise at 35%. 








New Shoe Dealers 


Douglasville, Ga.—M. L. Hen 
Philadelphia, Pa.—South Philadelphia Bar- 
gain Store, 2121 S. 7th. 


edar Rapids, Idaho.—Green Square Shoe 
Shop, 404 +" “> 
New York, Y.—Equitable a Co., Inc. 


Hollywood, Mise —3. L. Ave 

New York, N. Y.—No-Not , Co., 548 
W. 164th St. 

Central Square, N. Y.—Geo. H. Nevitt, Inc. 

San Antonio, Tex.—Edison Brothers Stores, 
Inc., corner Houston & Jefferson Sts. 
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Tulsa, Okla.—Edison Bros. Stores, Inc., 417 S. 
Main St. 

Jacksonville, Fla.—Edison Bros. Stores, Inc., 
114 Main St. 

Dalias, Tex.—Edison Bros. Stores, Inc., 1508 
Elm St. (soon). 

Nashville, Tenn.—Edison Bros. Stores, Inc., 
235 5th Ave. (soon). 

Pittsburgh, Pa.—Edison Bros. Stores, Inc., 
Fifth Ave. 

Richmond, Va.—I. Miller & Sons, 220-22 E. 


Grace St. 
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Reading, Pa.—Enna Jettick Boot Shop, 400 
Penn St. 

St. Louis, Mo.—Dunn & McCarthy Shoe Co., 
jth & St. Charles. 


Golconda, Ill.—W. P. Walker. 
Chicago, Ill.—Maling Bros., 3247-49 Lawrence 
ve. 
Chicago, Ul.—O’Connor & Goldberg, 4040 
Madison St. 
Philadelphia, Pa.—Yankee Belle Shoes, Inc. 
Earlham, Ia.—R. Lewis. 
Asheville, N. C.—Rainbow Slipper Shop, Inc. 
Danville, I1l.—Sally Smart Shoe Shop, Inc. 
Toledo, Ohio—Sally Smart Shoe Shop, Inc. 
-Woodward,. Okla.—Sears Bootery, Woodward 
Theater Bldg. 
Syracuse, N. Y.—I. A. Witherill, 
& Fayette Sts. 
Chicago, Ill.—J. Baran, 5910 
Blvd. 
Chicago, I11—Cutler Shoe Co., 1142 Lake St. 
Madison, Wis.—Burdick & Murray, Inc. 
Muskogee, Okla.—United Millinery & Ladies’ 
Apparel Shop (add shoes). 
Huntington Park, Cal.—Car] Nickel 
St. Louis, Mo.—Swope Shoe Co., 6606 Delmar 
Ave. 
Madison, Wis.—Henry R. Ludwig, 318 State 
St 


Inc., Salina 


Irving Park 


University City, Mo.—W. B. Huette Shoe Co., 
6339 Delmar Blvd. 


Gallup, N. M.—C. B. Cain, 114 W. Coal Ave. 

Los Angeles, Cal.—Hollywood Foot Builders. 

Akron, Ohio—Intrator Shoe Store, South 
Main St. 


Harlan, Ky.—Huff Shoe Shop. 
Seattle, Wash.—Greenfield’s. 
Pittsburgh, Pa——Queen Ann Shoe Shop, 130 


Fifth Ave. 

Fitzwilliams, N. H.—Fitzwilliams Mfg. Co., 
Inc. 

Providence, R. I.—Harvey’s Shoe Shop, 231 
Weybossett. St. 

Birmingham, Ala.—Lowb’s Slipper Salon. 

Guthrie, Okla.—Lintz Department Store. 

Asheville, N. —J. R. Clements, S. & 
Cafeteria Bldg. 

Youngstown, Ohio—The Neal Co, 

Columbus, Ohio—A. S. Beck Shoe Co. 

Sayre, Okla.—Rainbow Shoe Shop. 

Durham, N. C.—Miller-Jones Co., 321 W. 
Main St. 


Lynn, Mass.—Sawyer System, Inc. 
Lockport, N. Y.—Style- 2. Boot Shop, Inc. 
Nogales, Ariz.-—Joe Berk 
Alhambra, Cal.—B. W. Hornwood, 111 W. 
Main St. 
Fremont, Neb.—Cohn’s. 
Springfield, Mass.—The Schiff Co. 
Waukegan, Ill.—The Schiff Co. 
Beaver Falls, Pa.—The Schiff Co. 
Monnessen, Pa.—The Schiff Co. 
Jacksonville, Fla.—Baker’s Shoe 


Main St. 
Centralia, Ill.—Johansen Bros. Shoe Co. 


Store, 114 


Los Angeles, Cal.—The Davis Shoe Co., 6619 
Hollywood (soon). 
Little Rock, Ark.—Chandlers’, 506 Main St. 


Charleston, 'W. Va.—John Lee, Inc., 811 Quar- 
rier St. 

Denver, Ill.—C. W. Rampley. 

Annandale, Minn.—Hawkinson Bros. 

New York, N. Y.—Wellington Shoe Co., Inc. 

Boston, Mass.—Ben C. Goulston Shoe Co. 

Lewiston, Me.—Koss Shoe Co., Ltd. 

Detroit, Mich.—Harry’s Shoe Store. 

Lafayette, Ill—Henry & Bodeen. 


Langdon, Idaho—E. G. Sinn. 

New York, N. Y.—N. Y. Shoe Dyeing Co., 32 
E. 22nd St. 

New York, N. Y.—Harry’s Shoe Store, 400 
Court St. 


Insko, Ky.—Jasper Jones. ; 

Middletown, Conn.—People’s Store, 530 Main 
St. 

Georgetown, Colo.—Mel Martin. 


New York, N. Y.—E. Pinet Shoe Co., Inc., 
682 Fifth Ave. 

Muir, Mich.—G. I. Strachan & Son. 

Brooklyn, N. Y.—Arch-Pedic Shoe Co., Inc. 

New York, N. Y.—Brand’s Shoes, Inc. 


Philadelphia, Pa.—Yankee Belle Shoes, Inc. 

Butler, S. D.—Paul Shepersky. 

Topeka, Kan.—Grigg-White Clothing Co., 
Kansas Ave. 

Rochester, N. Y.—Elam & Son, Inc. 

Chattanooga, Tenn.—Chas. Wolf, 2000 Wil- 
liam St. 
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Charlotte, N. C.—Miller-Jones Co., 15 E. Trade 
Ss 














THIS MAY BE 
YOUR OPPORTUNITY 4 















SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 








ATTENTION SALESMEN: 


We have six territories open. One of these may be yours. You must be 
-experienced, have a sales following to sell Women’s Novelty McKays of the 
better grades. Stock proposition. Straight commission. Send complete 
information and references. Write today. 


ROGERS BROTHERS SHOE COMPANY, 59 Lincoln Street, Boston, Mass. 








:::: ##“KOZY KOMFORTS” QUALITY SLIPPERS :::: 


We are interested in opening immediate negotiations with Active Shoe Salesman, traveling with 
Automobiles; to work Kozy Komforts Quality Leather Slippers; a slipper line of Real Merit selling 
to the best stores; Popularly Priced; styles in Wood Heels, Padded Soles and Sheepskin Slippers 
and Flexible Lines:::A REAL SIDE LINE PROPOSITION:: advances Made on Early Orders: backed 
with real Service, Cooperation and Merchandise that repeats with real trade Satisfaction: States: 
Carolinas, Georgia, Alabama, Florida, Mississippi, Virginia, Pennsylvania and Ohio:: Write us at once, 
giving Full Details in first letter::::::KOZY KOMFORT SHOE MFG. COMPANY: 1701 Richards 
Street, Milwaukee, Wisconsin. 








WANTED WANTED 


A PRODUCER with established Experienced salesmen with good 
business who works his territory record. Will only consider men ac- 
close to carry our new Spring seg. TF ee whe come 
line exclusively in the following 4 

Reset : - E i ff 
territories: Minnesota, Wiscon- aa——— | gies: 
sin, Indiana, Nebraska, Kentucky 


Line consists of Men’s and Boys’ 
and Tennessee. New Spring line dress and work shoes. Also complete 
ready. 


line of children’s stitchdowns at 
popular prices. 

RAMSEY’S INC Give complete details of past sales 

347 RIDER AVENUE 

NEW YORK CITY 


record in first letter. 


Steven Strong Shoe Company 
MILWAUKEE, WISCONSIN 











SHOE SALESMEN SALESMAN WANTED 


to carry sideline of well established St. Louis 


TO SELL DRESSINGS 
ty shoes to retail from four to 


in stock novel! 
A real line of shoe cleaners and dressings in six dollars on liberal commission basis. Man 
popular colors for smooth and suede finishes. must be producing with reliable non-conflict- 
Desirable territories and profitable selling ing line. Territory open—Central and North 
plan. Write promptly. Central States. Address B-549, care Boot & 
L. VORGIAS i 239 West 39th Street, New 


2850 North Cicero Avenue, Chicago, Illinois. = © 

















Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y., on of the week of publication in order 
that advertisements be published same week. Otherwise insertion 
will be put over to the following week's issue. 


When advertisers desire answers to 
come in our care twelve words must 
be allowed for address. When adver- 
tisers desire replies forwarded direct 





OTHERS to their — —_ | rag X of bg 
ALL a mus coun - 
7e per wd — Charge $1.28 tooment and peld for accordin " fi 

ALL DISPLA SPACE a aes ad vance A ex- 


rey 
amounts are too small te open accounts. 








Wanted 
Experienced Salesman . 


to Sell on Commission the Best 
UNION MADE UNLINED 
WORK SHOES on the Market. 
Made in Goodyear Welt, Stitch- 
downs and Nailed Bottom. Ter- 
ritories Open: Philadelphia, 
Southern New Jersey, Ohio, Vir- 
ginia, Illinois except Chicago, 
Iowa, Nebraska. 


North Lebanon Shoe Factory 
Lebanon, Pa. 











WANTED—Agzressive salesmen for fast sell- 
ing side line infants’ and children’s shoes, 
10 per cent commission basis; prompt settle- 
ments. Rochester’s finest line attractively 
priced. Following States open: Arkansis, Tihi- 
nois, Indiana, Kansas, Ohio, Michigan, Wis- 
consin, Texas, Delaware, Maryland, New 
land. Give experience, present connection and 
all facts confidentially in first letter. Tootsies. 
Inc., 9 Haidt Place, Rochester, N. Y 





SALESMEN WANTED—To sell as side line 
Carpenter’s well known infants’ shoes, con- 
sisting of cushion soles, the ideal shoe for the 
babe-in-arms—and ‘“‘Self-Starters,”’ the perfect 
creeping and intermediate first walking shoe 
The shoe buyer will be glad to see you if you 
show this line that so completely takes care of 
the infants in every community, up to the time 
the child is ready for the larger and heavier 
footwear. Commission 10%. Here is the line 
that will take care of your hotel and gasoline 
bills. Only go-getters need apply, as we boast 
of one of the highest grade side line sales 
organizatiéns in the shoe field. Good territory 
open. THE CARPENTER SHOE CO., Roches- 
ter, a 





W ANTED—Side line salesmen to carry Hawkes 
soft soles, cushion soles, and “Self-Start 
ers.” ‘“Self-Starters” are a recognized run of 
shoes, completely filling the gap between soft 
soles and the heavier shoes. Cash in on this 
popular creeping and first walking shoe. 10% 
commission. Fifty samples, packed compactly, 
and easy to carry. The Hawkes side line is 
paying the traveling expenses of a number of 
aggressive shoe representatives, and we _ have 
room for a few more. C. H. HA 
SON, INC., Rochester, N. Y 





SALESMAN WANTED for Missouri, Iowa. 
Wisconsin, Oklahoma, Arkansas, Tennnesee 
and Kentucky, to carry as a side line popular 
priced Ladies’ Novelties in stock. trictly 
commission basis. Big opportunity for right 
man. Must have pe Ts in first letter. 
MAN-GOLD SHOE CO., 1418 Washington 
Avenue, St. Louis, Mo. 





SALESMAN WANTED to sell a high grade 

line of Women’s McKay Novelty Shoes to 
be retailed at $5 to $7, to Chain and Depart- 
ment Stores and large retailers, on the Pacific 
Coast. Address B-532, care Boot and Shoe 


Eeceder. 239 West 39th Street, New York, 
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SALESMEN WANTED 


S ALESMEN WANTED to carry side line 
Infants’ Turns and Welts. Thirty numbers 
in 7 ; bg commen. Lon — 
and financially responsible house. Will consider 
only men with established trade selling estab- 
lished line. Address B-479, care Boot and Shoe 
i. oe 239 West 39th Street, New York, 
ee A 








EW LINE READY JANUARY Ist— 

Salesmen to sell one of the strongest lines 
of women’s novelty footwear in the country, to 
retail from $4.00 to $6.00, carried in stock in 
widths. Choice territories consisting of Central, 
Western and Southern States open. Liberal 
commission arrangement with weekly remit- 
tances against orders. Submit qualifications and 
references. No objection to another non-conflict- 
ing line. Replies treated confidentially. Ad- 
dress B-558, care Boot and Shoe Recorder, 189 
West Madison Street, Chicago, Illinois. 





S ALESMAN wanted for Connecticut and 
Massachusetts, exception of Boston, carry 
our line Welts, Stitchdowns, McKays, Leg- 
gings. All styles in stock. Commission paid 
weekly. Must reside on territory and travel 
by auto. Hagerstown Shoe & Legging Co., 
Teanrhewn, Md. 





SALESMEN WANTED:—To carry side line 
of Men’s Low Priced Stitchdowns and 
Nailed Work shoes to retail at $1.98. Straight 
commission. A case lot proposition to volume 
buyers. wenowtes territories: Georgia, Ala- 
bama, Florida, issouri, Iowa, Kansas, Ne- 
braska, Indiana, Illinois, Kentucky, West Vir- 
inia, Arizona and New Mexico. Address 
-553, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





ALESMEN wanted. Side line—shoe polishes 

and dyes. Large commission. Exceptional 
prospects. State full qualificaions. Address 
B-550, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





SIDE LINE MAN—The State of Michigan 
is available to a man calling on the better 
trade to sell a line of high grade house slippers 
well known throughout the country. Straight 
commission. Apply S. B. Wax, Jefferson Hotel, 
St. Louis, during Convention, or address 

Wax, 207 South State Street, Chicago. 





SALESMAN WANTED—To carry as a side 
line, our famous copyright line of Peek-A- 
Boo Children’s shoes, in turns, stitchdowns 
and Health Welts. Good territory open in the 
South, Middle West and West. Liberal Com- 
mission to live salesmen. Line advertised over 
Radio broadcast. Tune in on WOWO, 1160 
K.C. any Sunday night 6:00 to 6:30 Central 
Standard Time. Best and snappiest line on 
the market. All numbers carried in stock. 
Addrss The Peek-A-Boo Shoe Company, Fort 
Wayne, Indiana, and give references. 





fF, XPERIENCED SHOE SALESMEN with 

established trade to sell a complete line of 
women’s Goodyear Welt Arch Support Shoes 
and Stitchdowns. All styles in stock. Terri- 
tories open: Texas, Colorado, North Dakota, 
Minnesota, Wisconsin, and Missouri. Give 
full particulars in first letter. Six percent 
commission. Strictly commission basis. No ob- 
jection to salesmen carrying line in connection 
with a non-conflicting line’ PROSPERITY 
on CO., 174 LINCOLN ST., BOSTON, 





S ALESMAN with established trade to sell 
' jobbers general line to retailers; New Jersey, 
New York and Connecticut territory. Draw- 
ing forty dollars weekly against commission. 
State references in first letter. Address B-555, 
care Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





WE CAN use two salesmen who call on the 

well rated accounts in Central and Western 
New York State to sell a popular priced In- 
fants’ Turn and Stitchdown line on com- 
mission basis. nm be carried as a side line. 
Will extend drawing account to one showing 
results. Address B-554, care Boot and Shoe 
Recenter, 239 West 39th Street, New York, 





ALESMEN WANTED—We are desirous of 

securing the services of several salesmen 
having established shoe accounts to carry our 
popular priced, extensively advertised line of 
Hapytoz Juvenile Turns, Stitch-Steps and 
Stitchdowns in connection with some non-con- 
flicting line. We maintain complete stock de- 
partment. Pay highest commission and have 
some choice territory open. Write for details 
stating territory, etc. Wonderful opportunity 
for those who mean business. W. C. Goodger, 
Inc., Rochester, N. Y. 


HOSIERY AND ACCESSORIES 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 





WE HAVE openings for high grade repre- 
sentatives calling on the better class shoe 
trade, to sell a complete line of Boudoir 
Slippers that are beyond competition in quality 
and price, as a side line. All territories open 
excepting the Eastern and Western Coasts. 
TUPPER SLIPPER CORPORATION, 200 
Tillary Street, Brooklyn, New York. 





ALESMAN wanted for Central Pennsyl- 

vania, carry our line Welts, Stitchdowns, 
McKays, Leggings. All styles in stock. Com- 
mission paid weekly. Must reside on territory 
and travel by auto. Hagerstown Shoe & Leg- 
ging Co., Hagerstown, 





FOR SALE 


FOR SALE OR TO LET—Brick building for 
manufacturing purposes. Four floors, 5000 
square feet per floor, including heat, sprinkler 
system, and elevator. Rent low. Located at 
entral and Elm Streets, Saugus, near Lynn. 
Address ALBERT SALTER, Saugus, Mass. 








“As United States Court Receiver in 
Bankruptcy, I have three excellent 
openings for retail stores in the cities 
of Fond Du Lac, Oshkosh and Apple- 
ton, Wisconsin. These cities are lo- 
cated in the Fox River Valley, in one 
of the richest dairy and manufactur- 
ing sections of the state. Detailed 
information will be submitted on in- 
quiry to the Trustee. 


CHARLES D. BREON 
311-312 First National Bank Building, 
Oshkosh, Wisconsin 














OR SALE Ladies’ and Children’s Shoe 

Business established more than 20 years. 
Ideal opportunity for good shoe man with 
limited capital. Write Ellingers, Inc., Lin- 
coln, Neb. 





WE ARE now doing a $65,000 business in 
men’s shoes and furnishings which we be- 
lieve can be doubled in a short time. Our 
location is ideal. Our store is modern. Our 
asking price is not high. For full information 
write Rinker and Rinker, 336 South Main St., 
Akron, Ohio. 





FOR RENT 


OR RENT—Very desirable location for 

medium priced men’s shoe store in Boston, 
adjoining largest elevated terminal. Call 
Liberty 3941 or address William A. Herman- 
son, 185 Devonshire St., Boston. 








POSITION WANTED 


BOOKKEEPER desires position evenings to 

take care of shoe retailer’s books in New 
York City or metropolitan district. Can furn- 
ish excellent references. Address B-522, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





Manager for 


Family Shoe Store 


Want wideawake, experienced 
shoe man not over 35 years 
old, with some capital to in- 
vest in good, well equipped, 
well located family shoe store 
in good town. This man will 
have full charge of store un- 


der proper supervision. Must 
have good personality, be a 
hard worker with economical 
habits and stand a rigid char- 
acter investigation. Splendid 
opportunity for right man. 
Give record and amount of 
cash capital available in first 
letter. Address B 537, care of 
Boot and Shoe Recorder, 239 
West 39th Street, New York, 
N. Y. 








TO LEASE 





SHOE Department space can be leased to a 
live-wire organization in a well-known de 
partment store, in Philadelphia, established 37 
years, doing a yearly business of over one 
million dollars. Address B-556, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


E WILL LEASE TWO SHOE DEPART 

MENTS NOW SUCCESSFULLY OPER 
ATED, to an organization of integrity and 
good financial standing, who can offer quality 
shoes for women at a moderate price. Depart 
ments are entirely fixtured in two fine, large 
women’s ready-to-wear stores in two metro 
politan cities. Address B-551, care Boot and 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








O LEASE—Shoe department for popular 
priced ladies’ and children’s shoes. Best 
yopular priced store with 100% location, new 
butlding, plenty window space. Can supervise 
selling, advertising, management, etc. Will 
rent out on straightetaoinshrdlcmfwy loin 
sales. “‘The Paris,” Paris, Kentucky. 





ALESMAN—Will consider change, have 

good following in Texas, Oklahoma, Louisi- 
ana. Now selling long list of chains and large 
independents. nly manufacturers considered. 
Do you want a seasoned representative. Ad- 
dress B-557, care Boot oul Shoe_ Recorder, 
239 West 39th Street, New York, N. Y. 





S HOE BUYER — Thoroughly experienced 
executive, 39 years old, now associated with 
large Chicago department store as an assistant 
buyer desires to change position. Ability, 
character and business record will bear the 
closest scrutiny. Middle West preferred. Ad- 
dress B-552, care Boot and Shoe_ Recorder, 
239 West 39th Street, New York, N. Y 





LINE WANTED 


W ANTED—Line of Women’s or Children’s 
shoes for New York City and vicinity by 
young man. Past six years on this territory 
with reputable line. Address B-548, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 
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MERCHANTS’ NEEDS 





PRICE TICKETS 


EOL WINDOW DISPLAY 
> Write « Samples 


Our Price Tickets are Hand Designed by Expert Card 

Writers. The Prices are Perfect Reproductions of Hand 
Only the Best Mat Boards are used. Beauti- 

ful Designs! Rich Colors! Real Merchandise - Selling 


Price Tickets! 


25 YEARS OF “KNOWING HOW” ARE BEHIND THEM 
YOUR STORE NAME ON EVERY TICKET! 
LOWEST PRICES WRITE FOR 


PROMPT SERVICE SAMPLES 
gimal Designs JY Mores a pei 


FHE LEVEY CO. 


IT LIBERTY ANE PILIShth Goren 











FOR RENT 





FOR RENT 


MERCHANTS’ NEEDS 








k 











New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 


the shoe trade. Complete information can be had by writing 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 











WANTED TO PURCHASE 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 











Quick Cash Buyers 


Betail Shoe Stores—Stocks or Odds an‘ 
Ends. Unexpired leases taken over 
hone or write. 
POSTER @ DEUTSCH 
‘436 Grand St. 

Dry Dee 


BUSINESS OPPORTUNITY 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. Nocapi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








REPTILE SKINS 








New York City — 
ik 0352 











TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0655 


REPTILE SKINS 


Lizard, Snake, Frog, Crocodile and wide 
variety reptile and fancy skins, leathers. 
Collectors, importers and manufacturers. 


Eastern & Continental Trading 
Company, Ltd., 








123, Edgeware Road, London 











MERCHANTS’ NEEDS 








MERCHANTS’ NEEDS 














Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported snd Domestic Boll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Bstablished 19038 New York 


G 





POM?OMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 


HY-GRADE SLIPPER SUPPLY ©O. 
693 Broadway New York Oity 











ESTABLISHIO 


LAB ELS 


and 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Co. 
19 Pacavaiseyy ) 
%3- 271 LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 








Floodlights 
Spotlights 
$ 3.95 


Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays. 
Sent C.0.D. If check accompanies 
order we pay parcel post. , 


SHOW WINDOW LIGHTING CO. 
69 WOODBINE ST., PROVIDENCE, R. I. 














$2.75 Half Gross 
Guaranteed to give 100% 


Satisfaction 


M. D. POLLINGER CO. 


416 Victoria Bldg. St. Louis, Mo. 














Milbradt 


ly. 
They last a lifetime 
and 


of shelving 


and let us suggest 
ladder for your use. 
Milbradt 


Manufacturing 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 





Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 


Are made in any style, 
shape or size to ft any 


Write for eral catalog 
the best 











$39.50 
For Complete Set 


Consisting of 1 table 
18”, : tables 12” high 

shoe stands 13- 
18 a 24, assorted. 


Solid American Walnut. 
Weighted Bases — Metal 
Connections. 





THE HECHT FIXTURE CO. 
NEW YORK | 238 South Wells St. 


SHOW ROOM 
142 WEST 38th ST. CHICAGO 








BEADED BUCKLES 
With Practical, Patented oe 





No. 1581—75¢ Per Pair 


Sample Assortment for Your Approval 
Cheerfully Submitted 


The National Buckle Co. 


Specialists in Shoe Ornamentation for 
the Retail Store 


640 BROADWAY, NEW YORK 
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MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








Everythin; for Your Windows 
uturistic Displays and 
Backgrounds 
Artificial Flowers, Vases, Window Fixtures, 
Paintings, Settings, Seenes, Velour Papers, Paper 
Borders, Ribbon orders, Decorative Papers, 
Puffing, Folls, Filtters, Valences, Draping Ma- 
terial, Grass Mats. Send fer Fancy Paper Book- 

jet. Price Tickets. 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 














933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 






























SOME H-W chairs are in 

keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 





Baltimore, Md.; Rostom. Stuns Buffalo, 

, cago, Ill.; Kansas City, Mo.; 

Los Angeles, Calif.; New Yok NY, 

Philadelphia,Pa.; St.Louis,Mo.; Port- 
» Oregon; San Francisco, Calif. 










How a Good Stock System 
Simplifies Inventory 


(CONTINUED FROM PAGE 31) 


sold on pattern A, this way we do not 
duplicate sizes. If another pattern is 
bought on this same last; material and 
heel, it is marked with the alphabetic 
letter C, and only sizes ordered which 
have been sold in patterns A and B. 
We have used this same system for the 
past eight years and it has proven very 
satisfactory in our store. 

In taking the inventory the first 
thing is to see that all the stock is put 
away in its proper place, then on the 
back of these stock record sheets we 
stamp with a rubber stamp a size scale 
for each alphabetical pattern, and one 
extra for the total of all the alphabet- 
ical patterns on each stock number. 
Two men then proceed to take the in- 
ventory, one calls the sizes we have in 
stock and the other marks them down 
in the different alphabetical size scales, 
according to the alphabetical letters. 

Next they are all marked down in 
the extra size scale, regardless of their 
alphabetical letters. After this is fin- 
ished on one stock number, the man 
calling the sizes totals up the number 
of pairs we have in stock, the man 
marking them down totals up the num- 
ber of pairs on each alphabetical size 
scale and the extra size scale. If the 


total of all the alphabetical size scales, 
when added together, agrees with the 
total of the extra size scale and agrees 
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with the total of the number of pairs 
we have in stock it is considered cor- 
rect, for in this way we have a triple 
check. 

After the entire stock has been taken 
in this manner the stock books are 
turned into the office, and they figure 
up the total amount of merchandise in 
each department. These figures are 
then typed on the inventory sheet, 
which can be purchased in any office 
supply store, as to the number of pairs, 
stock number, manufacturer, cost per 
pair and total amount of each alpha- 
betical stock number. These inventory 
sheets are then filed away in a loose 
leaf binder and are saved for future 
reference and the necessary adjust- 
ments made. 


December Retail Trade 
Reported Fairly Good 


CINCINNATI, OHI0—Business was 
fairly good ail through the month of 
December with local shoe merchants, 
and figures are expected to compare 
favorably with those of the same 
month of last year. Sales for the last 
three months of 1929, however, will not 
quite come up to those for the same 
peeriod of 1928, although leading mer- 
chants report business for the year as 
a whole equally as good as that for 
last year. 
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Evening slippers have been very good 
for the past few weeks and have saved 
the day for some merchants. Retail 
shoe merchants boosted two-pair sales 
and were very successful in many cases 
in selling two pairs where only one has 
been sold heretofore. Satin, crepe and 
moire, as well as gold and silver kid, 
have been the big sellers. 

Suede and kid combinations have 
been exceptionally good all along, and 
either is good when used alone. Reptile 
has been a:leader also, and is especially 
popular when used for trimming pur- 
poses. 


Mid-West Manufacturers 
Looking for Good Year 


CINCINNATI, OHI0O—Local business 
men are looking forward to a good year 
in 1930. Most manufacturers of foot- 
wear have a fairly good volume of or- 
ders on hand and will be able to start 
production early in January. 

Business has been reported very good 
by visiting salesmen from various 
parts of the country. There seems to 
be more loose money in Texas right 
now than in most sections, as chain 
store operators report their Texas 
stores showing larger increases than 
stores in any other part of the coun- 
try. This apparently is due more or 
less to a fairly good cotton crop. 

In-stock departments did an excep- 
tionally nice business during the month 
of December. Retail merchants evi- 
dently under-bought on evening slip- 
pers, and novelties and were forced 
to send in rush orders for pre-holiday 
sales. 





Oxfords for Early Spring 


BrockToN, Mass.—Although there 
will be no diminution of the wide 
variety of styles and designs of 
women’s shoes for spring in this dis- 
trict, there will be a strong revival of 
the Oxford shoe, judging from the 
number of such shoes being cut here. 
Straps and pumps will continue 
popular but for early spring wear there 
will be worn a lot of oxfords, done in 
harmonizing tans, according to two of 
the largest manufacturers of such 
types in this section. 
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Getting More Shoes Sold Right; not 
only “more” but “right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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Next Week 


you will find 


in the 


Boot and Shoe 
‘Recorder 


“Shared knowledge is the greatest of 
all human goods.” In this issue we 
make it possible for every representa- 
tive shoe merchant to get a mental 
ring-side seat at the national conven- 
tion in St. Louis. Our staff hopes to 
picture this convention so that every 
merchant will get the best ideas in 
merchandise and methods, the outcome 
of this gathering of thousands of shoe 
men. We have hopes that some one 
idea may be expressed in thirty words 
which may serve as the keynote of the 
progress of an entire industry in 1930. 
A diligent search by the entire staff 
will be made for this impulse or in- 
spiration. Practically the entire edi- 
torial section will be sent by telegraph, 
necessitating clarity and directness. 


We hope every shoe man, every- 
where, will reserve one quiet hour to 
study this January 11 issue of the 
BooT AND SHOE RECORDER. 







To : 
PROTECTED 


AGAINST WET SIDEWALKS 
INVISIBLE MIDDLESOLE 


in your shoe bottoms will pre- 
vent moisture penetrating to the 
inner sole and protect the wearer 
against cold and dampness. 


Longer — more even wear plus much greater comfort are some of the other 


reasons for the ever increasing preference for this new scientific bottom filler— 
INVISIBLE MIDDLESOLE. 


BECKWITH MANUFACTURING CO. 


Largest manufacturers of Box Toes in the World 


STATLER BLDG., BOSTON 
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eared for 


1930! 


1929 was a year of re- 
markable progress 


for Mojud. Plants in Philadelphia 








Dye House 
Long Island City 





and Greensboro were doubled in 
capacity. Finishing and shipping de- 
partments were moved to Long 
Island City ... tripled in size. This 
great growth was the direct result 
of recognition by retailers that 
Profit ... unusual Profit . . . can be 
made with Mojud. This fast-moving 
line can build a strong, non-com- 


Finishing & Shipping Dep'ts. 
—Long Island City , petitive hosiery business for you... 





write now for full information. 


New York Salesrooms are now at 


385 FIFTH AVE. 








MOCK, JUDSON, 
VOEHRINGER CO., inc. 


Pierce and Eighth Avenues—Long Island City, N. Y. 


Factories: GREENSBORO, N.C. * PHILADELPHIA, PA. 
LONG ISLAND CITY, N. Y. 
Factories 
Philadelphia 


4 











The Hall-Mark of 
First Quality stam 
ed on all Mojud full. 
fashioned Silk 
Stockings. 


ote 


Factories: Greensboro, N. C. 
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* STYLE No. 540 


With Important 
New Feature... 


Very sheer, all silk, 45 gauge 

Chiffon, Full Fashioned ... 

DAINTY PICOT EDGE...FRENCH 

HEEL OF SOLID SILK (not plated 

or mercerized) which adds to THIS 
smart appearance and keeps FULL FASHIONED 


the shade of heel uniform with 


rest of stocking when washed H A L L M A R K 
. . - Double sandal sole rein- OU ON EACH PAIR 
forced with SIDE BLOCK and 
“HICKORY BLOCK TUFF TOE” 
...Stop Run feature at the welt. 

















HOSIERY STYLE 


to accompany 1930 FASHIONS 


Tue many interesting new hosiery styles in the Society 
Maid line are made doubly attractive by virtue of a high 
undeviating quality standard ... Society Maid’s “Slips of 
Fashion” ... now coming off the press—will reveal to the 
hosiery buyer how hosiery styles respond to the graceful, 
graciously feminine character of the new modes .. . To 


be sure that you get your 





copy, mail the coupon 





below ... Many surprises 


contained therein. 





Society Maid Hosiery Co., Inc. 

354 - 4th Avenue, New York 

Mills at Willow Grove, Pa. 

. ’ Please mail me a copy of the new 
Mills at Willow Grove, Pa. “Slips of Fashion” as soon as possible. 


Your Name 





HOSIERY Co., INC. | 
354 FOURTH AVENUE... NEW YORK | 37 
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In this Issue you will read 


THE YEAR AHEAD 


Review and Survey of the Industry 
MORE SUN-TANS FOR SUMMER . 


Miss Hopkins Visualizes the Color Trend 


GETTING A 12-TIMES TURN . 


At the Peirce Store in Providence 


IT’S IN THE BACKGROUND 


That We Find Appeal in Windows 


TRIPLE DUTY 


A Three Barrelled Hosiery Department 


HAVE TOM AND JIM GOT IT? 


A New One Unit Full Fashioned Machine 
TWISTS AND TURNS 
In New Display Fixtures 
HOSIERY GUILD GETS GOING 
Latest Developments in Seamless Campaign 
THEY COME IN SETS . 
Shoes and Bags to Match 
THIS AND THAT—FROM HERE AND THERE 


Practical Money Making Ideas 


THE COLOR TREND 


Best Selling Shades Among Leading Makers 


NEWS O’ THE MARKET 
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HAT THE PEOPLE WHO KNOW US 
| SAY ABOUT GOTHAM G&L DSTRIPE 
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| CHARLES H. BEAR & CO. 
a deparlment store 


YORK, PENNA. ““Some years ago, we opened a Gotham Gold Stripe Hosiery Section 
Population 50,124 in our department, which was the beginning of greater and better 
hosiery business... 


We would be glad to have you refer merchants to us who might be 
considering installing’ your line, as we could give them information 
regarding the success of the Gold Stripe Hosiery in our store.’’ 








We like to think of every Gold Stripe 
merchant as part of our organization, and 
of ourselves as part of his. This coopera- 
tion results in mutual and far-reaching 
benefits. 





Charles H. Bear & Co. is one of many 
who are doing a “greater and better” Gold 
Stripe business as a result. 


“What other stores can do, you can do” 


GOTHAM 
GOLD STRIPE 


tiful Sul 


GOTHAM SILK HOSIERY CO. INC. 
389 Fifth Avenue NYC. 





7m EE Ee ae come omer ke F 


Boot aND SHOE RECORDER 
combining THe SHoB RBraILeR, Jan. 4, 1930 





sound 
ness < 
be en 
bes 
volun 
slight 
ward 
from 
latter 
ona | 
Re 
takin: 
first t 
opinic 
mont! 
cent | 
ings ¢ 
less tl 
by so 
those 
or po 
both. 
Thi 
predic 
the u 
be ac 
recent 
ity va 
. Ag: 
must 
staten 
tative 
that t 
substz 


HOSIER 









PLT ALL” 











at oye 





al Sa UNEP Deen a 


eee 








> 


ITH the holiday season 
behind it, the hosiery 
trade is looking forward 
into 1930 with a spirit that may 
be described as 
optimism. So much has been printed about the busi- 
ness outlook since the stock market decline of late 
November, that the average reader is in a muddle. The 
fact remains that general business has weathered a 





conservative 


stock market smash of greater proportions than any 
ever before experienced. Basically conditions are 
sound. Also, there is no gainsaying the fact that busi- 
ness at the turn of the year was not all it should have 
been. 

Best opinion right now leans to an outlook for a 
volume of business during the early part of 1930 on a 
slightly lower level than that of a year ago. An up- 
ward turn is confidently expected, beginning anywhere 
from March to June. 
latter half of 1930 will see the volume of business again 
on a high scale. 

Reverting to the hosiery industry in particular and 
taking a look at the immediate future—specifically the 
first three months of 1930—there is some difference of 
opinion. January and February are normally dull 
months from the production standpoint, and during re- 
cent years they have been featured by fairly free offer- 
ings of merchandise at 
less than market prices 
by some mills, usually 
those poorly 
or poorly managed, or 
beth. 

This year, it has been 
predicted in_ sections, 
the usual dullness may 
be accentuated by the 
recent decline in secur- 
ity values. 

Against these factors 
must be placed the 
statements of represen- 
tative mills to the effect 
that they have received 
substantial detailed 


Most experts agree that the 


financed 


HosIERY AND ACCESSORIES 
SECTION 


THE YEAR AHEAD 


News and Views on (Colors, Styles, 
Prices and Other Things in 
the ‘Realm of Hosiery 








At the left is tweed effect in a women’s mesh lisle 
anklet for spring, from Westminster, Ltd., and at the 
right is a new $1.00 retail number, 320 needle seamless, to 
all silk, with mock seam and new “Archerette,” self- 
colored heel, from the Archer Hosiery Mills 


> 


orders for January-February de- 
livery, large, thoroughly 
normal open orders for goods to 
March, April, 


with 


be delivered in 
May and June. 
In addition, good mills, thoroughly warned by recent 
events in Wall Street and predictions of a minor busi- 
ness recession, which, it is thought, will be felt chiefly 
during ' 
to pile 


the first half of the new year, are not likely 
up heavy accumulations of stock goods pre- 
senting a constant threat to the price structure. 

there is 


Thus pre- 


sented, at the very 
worst, a situation which 
handled _ effec- 


tively b y 


can be 
intelligent 
manufacturing an d 
merchandising policies. 

Until well toward the 
close of December 
large, representative 
mills operated full and 
overtime on merchan- 
dise for rush delivery. 
Christmas buying of 
hosiery at retail, ac- 
cording to all reports at 
present available, held 
up remarkably well, 
and it is not impossible 
that it 


have set new high rec- 


will prove to 
ords when all the dust 
is cleared away. 

The expected pres- 
buyers for 
quotations on 


sure of 
lower 
goods to be delivered 





has 
appearance. 


early next year 
made its 
Reference is made not 
requests for 
prices on special lots for 


special January sales, 


low 


This photograph 
illustrates a fash- 
ion point made 
by Lord & Tay- 
lor, New York, 
recently, that of 
wearing deeply 
sun-tanned hose 
with the all white 
costume and 
white shoes. In 
this case, the 
long evening 
gown calls for a 
colored hose to 
lend emphasis to 
the ensemble 





but to pressure for general cuts on manufacturers’ 
whole lines. 


, Prices 


HIS pressure, naturally enough, has led to reports 

of such reductions having actually been made by 
some manufacturers. At this writing no substantion 
of these reports can be obtained. Representatives of 
leading mills selling the wholesale and chain store trades 
declare emphatically that they have not lowered their 
prices and have no intention of doing so. 

It seems likely that the primary market is in for an 
epidemic of rumors of this kind, and it is not out of 
the way to advise that buyers and all others check care- 
fully on the facts before accepting at face value re- 
ports heard third and fourth hand. 
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Fine Gages 


APIDLY increasing demand for 45 gage goods, 
growing popularity for four-thread constructiouis, 


and indications that the curved French heel will be a 
very important factor in 1930 business, are outstanding 
features of the current market situation. 

Increased demand for 45 gage stockings, a natural 
expression of the trend toward finer merchandise even 
in bulk production goods, is nothing new, of course. 
3usiness on these gages has assumed very large propor 
tions, and it will probably mount still higher during the 
present year. 

Five threads continue the dominant chiffon constru 
tion, but the trend toward four threads is clear and 
unmistakable. It would be no great surprise, barring 
unexpected style developments unfavorable to sheer 
hosiery, if more four threads than five threads were 
being sold at the end of the current year. 


Heels 


ROADER popularity for curved French heels, a 

development still largely in the making, deserves 
a special mention. Many have ridiculed the idea that 
this heel feature would ever occupy the position of 
importance it has assumed today. Their theory was 
that it was a relatively minor improvement of the 
straight narrow heel, and as such was worthy of no 
special consideration. 

Insistent demand for the curved narrow heel has 
occasioned material alteration of this theory, however. 
Right now this heel comes close to being an essential 
feature of the line of mills seeking broad distribution 
for their product. A number of mills have hastened 
to put it in, and others are now laying plans to offer 
it in the near future. 

It is a simple prediction to make that the curved 
French heel will play a really important part in the 
market for women’s silk hosiery through the current 
year. 


Anklets 


HE possibilities in women’s anklets for this spring 

and summer are viewed with feelings all the way 
from wildly enthusiastic to extremely conservative. 
Some good hosiery men feel that the anklet idea 
has by now been sold to that part of the female popu- 
lation which means big production possibilities, and 
that sales this year will run very large. 
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HosIgERY AND ACCESSORIES 
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It is a fact that considerable quantities of low priced 
anklets for women have been sold to wholesalers and 
chain stores for spring. Prominent among these may 
be mentioned an all-rayon item, in open work effect, 
priced to retail at 20c. a pair. 

[his trend seems to make it reasonably certain that 
anklets will not be warmly received by women who 
consider themselves fashion leaders, but, after all, it is 
the many and not the few in which most of the hosiery 
trade is interested. 


Colors 


I ARKER shades of browns, gunmetal and light 

gunmetal continue leading colors, and promise to 
hold their preeminent position through the cold weather 
months. Browns, in lighter casts, will dominate the 
spring season, it is confidently believed in well informed 
quarters. 

Silk and wools appear to have had a fair fall season, 
and wool and rayon mixture stockings designed to sell 
at popular prices have done especially well. 

That good quality lisle stockings will sell this spring 
in a bigger way than during recent years is a frequent 
prediction. But that they will run into a big volume 
proposition is made doubtful by both production and 
import figures. 


Men’s Hose 


HE men’s hosiery field presents little that is new. 
In general the conservatism in pattern and color 
that has been the distinguishing mark of the medium 
and better grades is still predominant. Primary pro- 
ducers report that conservative patterns and colorings 
have been generously ordered for spring. In half hose 
selling from 75 cents up, close to 90 per cent of the 
patterns are clocks or variations of the clocked theme. 
Solid grounds or small neat figures predominate. 
Much the same story is told in sport hose, although 
here and there a tendency to break into bolder patterns 
and more vivid colorings are seen in golf hose. Advance 
reports from the winter resorts carry some dampen- 
ing effect on the general golf hose outlook, since smart 
male dressers are leaning more toward long trousers 
than to knickerbockers for active sports wear. Just 
how far this development will reach is problematical. 
The tendency is apparent, of course, among the very 
wealthy. Whether the rank and file will shed knickers 
for long trousers remains to be seen as the season 
develops. Such tendencies usually take a year or 
more to permeate the class of merchandise that runs 
into volume business. 
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For early spring, 
a beige knitted 
suit, with ho- 
siery, gloves and 


millinery in 
lighter beige 
tone. This pic- 


ture, in compari- 
son with that on 
the opposite 
page, shows the 
divergent 
trend in spring 
hosiery. As said 
by Miss Hop- 
kins elsewhere, 
it all depends on 
individual taste 


color 


Boys’ Hose 
MARKET which 


neglected is that for golf hose for younger boys 


some critics 


declare is heing 


—those at the in-between age in which the youngster 
is neither fish nor fow] 

Mothers of such youngsters have great difficulty in 
the matter of proper fit for their offspring in golf hose, 
and also are hard put to find patterns which look well 
on the young man’s leg. 

Practically all boys’ golf hose, it is contended, is 
styled for older boys in bold patterns which look rather 
silly on the legs of the boy of approximately seven or 
eight years whose feelings are hurt if he is not allowed 
to wear hose resembling that of his father or older 
brother. 










Tt Oc &- 
INGS are 
one of the 


most important 
of all acces- 
sories because 


they not only re- 
veal the beauty 
of their wearer’s 
. : legs or at least 

Miss Hopkins give them an il- 

lusion of beauty, 

but they bring 

harmony into the ensemble picture. Well chosen 
stockings look well with the dress, the shoes, the 
gloves and above all, the complexion of their wearer. 
The beauty of a pair of stockings depends largely on 
the weave and the shade. Weave is controlled gen- 
erally by the price—the smart shades each season de- 





pend on a number of factors. 

Perhaps the most important of these for the 1930 
spring season is the question of suntan. Will women 
continue to suntan or will they return to pink and 
white loveliness? Other facts are the important shoe 
colors; the important costume colors; the relation of 
stocking colors to gloves, hats and bags. 

Most beauty specialists agree that suntan will con- 
tinue with modifications. Artificial lotions to stimulate 
suntan are no longer smart, but darker powders keyed 
to naturally suntanned and _ sunbronzed 
skins are important. At Cap d’ Antibes 
and the Lido last men and 
women discarded as much clothing as pos- 
sible to obtain the advantage of sun baths. 
At Deauville and Biarritz, more attention 
was paid to formal clothes: 
important but 
Miss Marjorie 







summer, 


suntan was 


incidental. 
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More Sun-TANn 


By ISABEL HOPKINS 


Style Adviser, 
McCallum Hosiery Co. 


Howard writes in Harper’s Bazaar that smart women 
at Villa d’Este “dressed with care and attention to 
detail” . . . and that “. stocks matched the skin.” 
Last year thousands of dollars was spent in promoting 
At Palm Beach women accepted suntan and 
In some sec- 


suntan. 
dark suntan hosiery was worn generally. 
tions of the country during the summer, suntan was 
unknown as Palm Beach knew it and off-white stock- 
ing shades were in demand. This year, we believe 
suntan will increase. It is logical to believe that ac- 
ceptance of suntan hosiery shades will increase also. 
While we believe there will be greater acceptance of 
deeper hosiery shades this summer than last summer, 
we feel that the greatest volume will be done in me- 
dium and light colors that blend with the complexions 


of average women. 


HE first picture of the summer sports mode is seen 
in the costumes for Palm Beach. White as a cos- 
tume and shoe color is most important. White frocks 
are worn with an accent of bright color in the form of 
short coat, cape, belt, scarf, bandanna, beret or what 
you will. The smart resort shoes for the white cos- 
tume are white suede or kid banded in dark brown, 
black, green, navy blue or red. The all leather heel of 
medium height is classic. Among other shoes are san- 
dals with very flat heels like a child’s shoes in white 
leather, natural linen, or dark brown kid. Stockings 
for these sports costumes are lovely in dark suntan 
The tone of stocking depends on whether the 
If she is fair and sun- 


shades. 
customer is blonde or brunette. 
tanned or wishes to suntan, the stocking color should 
have a rosy or ruddy cast. For olive skins, the best 
suntan hosiery colors have a yellow cast. For the 
ultra smart woman, there is a new dark, rich brown 
shade that reminds one of the dark complexions of 
Indian maharanees and maharajas. This shade is for 
the few women who have a flair for ultra fashion and 
it should be worn with matching brown gloves and 
white or pale frocks. 

Natural shantung and linen dresses and natural col- 


ored sandals of linen or parchment kid are a new note 
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FOR SUMMER 


But -Nost Hosiery Business 


Will be Done in -ACedium 
and Light Shades Says 





This Style ecAdviser 


These are smart with deep hosiery 
shades, although medium hosiery colors with these will 


for informal wear. 
undoubtedly appeal to many women. 


HE exact depth of stocking to choose depends 

largely on the taste of the wearer and the section of 
the country. Stocking colors that are perfect in a cool 
climate seem hot looking to women who live in the 
bright heat of Texas and the far South. Again the 
contrast of suntan hosiery shades against white is novel 
and attractive in the North; in the South, this same 
contrast is considered ob- 
jectionable as Southern 
women prefer to em- 
phasize their fair white 
complexions partly be- 
cause of racial differ- 
ences. 

This year, there are 
more and lovelier costume pastels than for a long time. 
These are expected to appear early in the spring in 
ensembles for street wear—they will be prominent in 
winter resort wardrobes and will be important summer 
colors. The smart pastels include pinks with a mauve 
or coral cast; greens like the heart of lettuce or like 
limes; baby blue, turquoise blue and lavendar-blue ; 
yellows that are but faint whispers of yellow, citron 
or greenish yellow, sunflower yellow; apricot beiges; 
mauves. Many costumes in these colors will be com- 
pleted with larger hats and dainty slippers and it is 
predicated that gloves will be worn even more exten- 
sively than last year. Slippers in beige clair, this sea- 
son’s important pale beige shoe color, are lovely with 
these pastel dresses. We consider that stockings of me- 
dium depth are most suitable. Again the exact hosiery 
shade depends somewhat on the complexion of the 
wearer as well as the color of the dress. Three gen- 
eral classifications of stocking colors cover most com- 
plexion differences and provide pleasing harmony or 
contrast with the costume. 
ences can be covered by three groups of beiges. 
group, ranging from very light to dark wood or rosy 


These complexion differ- 
One 
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White stockings have no place in the style field, 

we believe, not even for brides or champion tennis 

players. In their place we recommend a very pale 

tone, like Matchwood, to avoid that seared, chalky 
look white stockings give the legs. 


Another 


shades, is most suitable for blonde skins. 
group, again ranging from light to dark warm shades 
is excellent for medium skins and a third group of yel- 
low beiges is suitable for olive skins. 


ITH all the pale pastel costumes of the season 
except yellows, dark hosiery shades may be worn. 
While the contrast they offer probably would have 
seemed extreme last season, we have grown accustomed 
to deeper hosiery shades as well as darker complexions 
women seem to like them. Costumes in 


and many 


yellow are pleasingly 


completed by medium 
stocking shades. Very 


dark colored stockings 
usually look unpleasant 
with yellow. 

fashion 
dark 
with a costume in a_ pale 


A new, high 
note is to wear 
brown slippers and _ hat 


When 


depth are most artistic and fashionable. 


stockings of medium 
The 


gloves in this case will blend with the stockings and 


color. this is done, 


smart 


not with the slippers. 

Street costumes in black and white are forecast by 
With these, black shoes 
or shoes of black touched with white or reptile shoes 


prominent style authorities. 
may be worn. Stockings in soft gray beige tones have 
great sales appeal and are correct. Some women like 
gunmetal or cold grays and succeed in 
these 


looking well in them. Gloves for 










and white street costumes will be 


or kid in black, 
If the stocking is a rosy tone the 


black 
suede white or cream 
color. 
glove with rose tone is new and correct. 

Patou’s capucine colors that 
were so popular last summer 

[TURN TO PAGE 103, PLEASE] 











Peirce’s Hosiery Department—Providence, R. I. 


Gemrine A 12 Times Ture 


Here’s a Shoe Store That Has Built up Large Uslume 
of Hosiery Business on the Basis of Low Price Appeal 


HE most important thing in merchandising 
hosiery today,” states George E. Peirce, Jr., 
of the Thomas F. Peirce & Son, Providence, 
R. I., shoe and hosiery retailing establishment, “is 
price. It is by far the most important aid to a large and 
profitable hosiery department.” 

Coming as this does from one of the city’s highest 
type shoe and hosiery retailers, it is especially signifi- 
cant of the trend of even the best trade. 

Continuing Mr. Peirce explains, ‘Girls and women 
today use*and need many pairs of hosiery each year. 
Where formerly they were content to pay a higher 
average price a pair, they now prefer to pay a lower 
In this way they 


average price, buying more pairs. 
can have newer, fresher, and more stylish hose for the 
same cost. 

‘Several months ago in keeping with this trend we 
put in a $1.05 line of silk hose. This now gives us a 
price range from $1.05 to $3 to meet all needs and de- 
mands. For three months, without any advertising or 
announcement of the new line, we could not keep up 
with demands. While we had stocked in considerable 
quantities, we did not have nearly enough to meet 
orders. 

“This incident has gone far toward proving to us 
the actual value of word-of-mouth advertising. From 
those of our regular customers who have tried the 
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new line, the news has spread to people 
who have never been in the store be- 
fore, and to people living and working 
out of the city, even out of the State. 
We have from a 
moved away from here but who still, 


orders nurse who 





with other nurses in her new home, 
sends to us for the $1.05 line. 

“In fact word-of-mouth advertising is very valuable 
in building the entire hosiery department we have 
found. Only a few times each year we use some news- 
paper space to advertise the department but other than 
that, our windows and customer publicity are our 
main advertising methods. By tying hosiery with our 
footwear on display we get good results. 

“The main factor in publicity however, seems to be 
the advertising that our satisfied customers give us. 
Women who like a certain store in which to buy their 
hosiery will invariably mention that name to her friends 
when the conversation turns to footwear or stockings.’ 

Thus the advertising budget for this department is 
very small, which gives it a larger percentage of profit. 

A Stocking-a-Month Club, started over a year ago, 
has proved very popular and has increased sales con- 
siderable. Operated along the lines of the Book-of- 
the-Month Club, this hosiery club offers each month 

[TURN TO PAGE 104, PLEASE] 


Boot AND SHOE RECORDER 


combining THE SHOE 








RETAILER, Jan. 4, 1950 


| Hostzry 


[87] 


fires IN THE BACKGROUND 


& he 


nee 


Stores that are fortunate enough to have 
attractive permanent backgrounds in their 
windows need not worry much about their 
hosiery displays. Nothing is more im- 
portant than the proper background 
against which to show hosiery. Here is 
an excellent example of a wonderful 
hosiery background. The graceful arch 
and light colored draperies, together with 
the light black-grained wood panelings 
at Avedon’s, New York, make a setting 





for hosiery that can’t go wrong. 
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luable — . 

—_ In this window in the new Stewart store, 

news- New York, we find another admirable 

than background. The recessed paneling in 

. our contrasting colors is highly modernistic 

» eur and effective. Incidentally, this particu- 
lar display was devoted entirely to novel- 

on he ty hose such as wools, plain, plaids and 

. checks, several varieties of lace and mesh 

ects hose. Three pairs of appropriate foot- 

Sends wear, a silk scarf, three bottles of per- 

ings.’ fumes and the china statuette of the 

>. i. woman and dog completed the display 

yrofit. 

ago, 

con- 

k-of- 

nonth 
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Family Shoe Store in Bakersfield, Cal., is a 

man of ideas—witness the photograph above 
which shows his compact hosiery department, which 
also serves as a wrapping desk for the entire store and 
the cashier’s cage as well. One girl performs the func- 
tions of wrapper, cashier and hosiery saleswoman. She 
is more than that, for she also runs the stock inventory 
control for the hosiery department. 

The arrangement of the hosiery stock and shoe case 
counter is obvious. The two-deck compartment above 
the right side of the counter is decidedly interesting. 
The door on each compartment is hinged at the top 
and opens outward, permitting the shoe clerks to open 
them, put in the shoes, money and sale slip, and to ob- 
tain the wrapped merchandise and change when the 
cashier has completed her part of the work. The differ- 
ent sizes are for men’s and women’s shoes, the propor- 


Hy vem ROSENTHAL, who operates the 





TRipLeE DuTy 


Here’s a Three Barrelled Hosiery Department 
in a Shoe Store—Doubling as a Wrapping 
Desk and Cashier's Cage 
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tions being worked out from actual experience. The 
whole set-up was built at Mr. Rosenthal’s direction. 

In addition to this attractive and compact depart- 
ment, there are scattered about the store five hosiery 
tables, each containing a shelf underneath for the 
storage of hosiery boxes. The shelves are built to hold 
four tiers of hosiery boxes, each tier devoted to one 
size, thus giving a range of sizes 8%, 9, 91% and 10. 


HE tops of these tables are recessed and hosiery 

displays are put under the glass tops. These tables 
are placed at convenient points about the shop, and it is 
easy for the shoe salesman, after fitting a customer to 
a pair of shoes to go to one of these tables and pick 
out a pair of hose in the woman’s size. Since the table 
is never far from where she is sitting, if her interest in 
hose develops, she usually goes to the table where the 
hosiery sale may be completed. 
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AVE Thomas and James Oliver of 
the Oliver Knitting Company, Phila- 
delphia, at last developed the dream 

of the hosiery industry—a single machine 
that knits a complete full fashioned hose in 


a single operation? This is what the trade 


Tom and Jim, as they are 


is wondering. 
known to 
their in- 
timate 
friends, as- 
sert they have devel- 
oped such a machine. 
In fact, they have ap- 
plied for a patent on 
it and are making 
stockings on it, ex- 
perimentally, not com- 
mercially as yet, in their Philadelphia hosiery mill. A 
chosen few have seen the machine in operation and a 
few more have seen stockings, which the two claim 
have been knitted on the machine. 





ATURALLY, the boys are hesitant about talking 

too much about their invention. They assert that 

it is the first radical departure in full fashioned hosiery 
manufacturing since the original full fashioned machine 
was invented by Cotton. They also claim that it is sim- 
ple in operation and will knit the entire stocking, 
eliminating the present operations of loose-coursing, 
topping and footing, in but a little longer time than is 
now required to knit the leg alone. From descriptions 
the new machine has been built up on the basis of a 20 
section legger as now used. Thomas Oliver states that 
it is possible to change over present leggers into the 
new machines, but that the process is too costly. It 
will be more economical to build entirely new machines. 
The ultimate effect of this invention, if it proves 
practical—and on this point there seems to be little 
doubt, at least in the mind of William Meyer, president 
of the Apex Hosiery Company, second largest producer 
of full-fashioned hose in the country—will be to reduce 
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HAVE Fom ARD Jim Got ir? 


ecAnnouncement of Invention of Single Unit Full Fashioned Hosiery 
eMachine by Olivers of Philadelphia Gives Trade 
Something to Think -About 


+ 
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the cost of production considerably. In 
fact, according to Mr. Oliver, it was the 
strong urge to find a way to make a good 
full-fashioned all-silk stocking to retail at 
$1 a pair, with profit to both mill and mer- 
charit that resulted in the development of 


the machine. 
A n - 


nounce- 
ment of 
the 
tion was received with 


inven- 
some skepticism by 
the trade, and natur- 
ally so, since several 
times the development 
of such a machine has 
been announced, with 
the result that later investigation proved the claims un- 
founded. The Germans are reported to have developed 
such a machine, but it apparently is too complicated for 
commercial use. The Oliver method, it is claimed, is so 
simple that present full-fashioned operators can easily 
run the machine. 


HE ultimate economies that may be derived from 
the new machine, if it is a commercial success, are 
apparent. In addition to the saving in space caused by 
the elimination of footers, there will be an additional 
saving in raw material. Under present conditions a 
considerable amount of silk is wasted through the ravel- 


The 


saving in wages of operators by the elimination of 


ing out necessary when foot and leg are joined. 


loose coursing, topping and footing also will be a 
large factor. Probably there also will be a saving in 
capital investment for machinery, although this is not 
certain. 

At any rate, if the machine is successful, its effect 
on the trade will be revolutionary, although the immedi- 
ate future will not witness a complete change over. 
Time, and a disinclination on the part of the Olivers 


to upset the trade, will prevent this. 
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Gossamer Sheer 
Chiffons with fine 
picot or plain tops 
—novelties to suit 
the customer’s re- 
quirements for 
something “differ- 
ent’’—plain styles 
for the more con- 
servative needs. 

Service Weights 


that are second to 


none in wearing 


qualities. 


beauty. 


mintoe 
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Ingrain Chiffon Hosiery 


Today, the fashionable woman demands more than a mere har- 
mony between shoes and hosiery; 
stockings that will keep their color. Ingrain 
Dyed) Hosiery is recognized for its clear, 

And HARRIS Ingrains, in 45 and 


she seeks the kind of 


(Skein 
sheer 


51 Guaranteed Gauges, are the choice of 


those who seek the aristocrats of 
fine hosiery! 


Send for details and color card! 
Created by 


Springfield, Mass. 
NEW YORK OFFICE: 389 FIFTH AVE. 
LEE & COWAN, Selling Agents 

















A good 
Impression 


Confirmed 


At first glance Society Maid full 
fashioned hosiery registers superb 
quality. At second glance your 
customer confirms her good im- 
pression by the Hall Mark of First 
Quality stamped on each pair. 
This Hall Mark can only appear 
on hosiery of first quality. It is 
your protection against the unfair 
competition of “seconds” sold as 
“firsts.” 


Are you receiving “Slips of Fash- 
ion” regularly? We will be glad 
to include your name on request. 


HOSIERY COMPANY, Inc. 


354 Fourth Avenue 
Mills at Willow Grove, Pa. 


New York City 

















HARRIS SILK HOSIERY CO. 
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The Futility Pri 
The Shoe Merchant Should Forget Prid peli 


Why all the price cutting in hosiery at retail? Why the §Price cu 
tremendous urge to find a full-fashioned all silk hose to #bad en 
sell at $1.00 a pair. The plain truth of the matter is, that §ance of 
under present conditions, a good full fashioned all silk hose ses, bec 
cannot be made to retail at $1.00 and give the manufacturer Jyantave. 
and merchant a decent profit. The stocking that is now 








; : For him 
sold at $1.00 a pair cannot give the consumer much satis- ho build 
e ° oO DUIIC 
faction. . 
®iery, bu 


As long as the shoe merchant regards his hosiery depart- @ring qi 
ment as a necessary evil, so long will it fail to yield himffe shoe 
a profit and the greater is his likelihood to engage in a cut t the cu: 
price war with the department store or specialty shop next} him fc 
to him or across the street from him. Biery ser 
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FINE GAUGE 
: a ; , - CHIFFON 
et Pricgnpetition in His Hosiery Department 
SILK 
STOCKINGS 
s ; A - . Sitk from Top to Toe 
Why the §Price cutting in order to get under your neighbor’s prices No. 199 
hose to Jbad enough for department stores where there is some tye rp oho 
r is, that Mance of making a little profit, or at least of limiting OE SO 
~ ° with Brown Mottied Hee! 
silk hose §ses, because of volume. The shoe man has not this in Sable and Noyet 
ifacturer vantave. FOR PROMPT DELIVERY 
fag . si ‘or him the only logical merchandising course in hosiery 50 
ow Sto build a real service department. He should not sell ' 


®iery, but hosiery plus service. The service means good 
y depart-@ring quality, right style, right color and right prices. 
rield himfe shoe man has the advantage of being able to present 
in a cuthp the customer's selection, shoes and hose in combination. TRIUMPH HOSIERY. MILLS wc. 
i ae i ‘ Manufacturers of Full ‘Fashioned and Spring Needle Silk Stockings 
hop next} him forget competition and render his clientele a real 902-10 BROADWAY -NEW YORK * Mills. Philadelphia and York. Pa. [p 
iery service. Profits are certain to follow. 


} 








As a Post-Holiday Attraction 
... feature... 


'Ruh Fung 


FULL FASHIONED 
SILK HOSIERY 


Depleted stocks should be 
replenished now so _ that 


ee  . some merchants 


se hosiery to attract 


ustomers!”’ 


Many shoe retailers consider hosiery to 
be a necessary evil or a handsome 
profit-maker. 





But some merchants use hosier y you can display an adequate 
showing of “The Most 
to attract customers. Complimented Stocking in 
. . America”... The popu- 
A strong, well-merchandised line of gga igs Pua 

lar styles and distinctive 


popularly priced hosiery will attract as qualities of RUBY RING 
many customers as a sale—and pay a [Fin ST] are a worthy complement 
bad to modish shades. 
good profit in the bargain. moeay See i dg 
Stamped | Quality No Runs Will Go Below 


the Ruby Ring 


Id DE Flosiery vemeiinis MUTUAL HOSIERY MILLS, Inc. 


New York Office: 267 Fifth Ave. 
Elliott Hosiery Co., Inc., Makers, Mills: Paterson, N. J., Philadelphia, Pa. 


258 Fifth Ave., New York Stockrooms: Paterson, N. J., Chicago, Ill., San Francisco, Calif. 
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Twists) 





Old Man Euclid, When He Unw 


Provided Modern Hosiery 
With the Basis 


HETHER you like this modernistic vogue or 

not, it is with us and apparently with us to stay 

for some time at least. Probably nowhere has 
the modern art theme reflected itself more than in win- 
dow decorations, backgrounds and display fixtures. 

For some months as we have strolled the main shop- 
ping streets of New York, from Fifth Avenue on the 
west to Park Avenue on the east, Thirty-fourth Street 
on the south and Fifty-ninth Street on the north, that 
section where New York upper half million is supposed 
to do its shopping, and probably does, we have noticed 
modernistic hosiery display stands in the windows grow- 
ing more and more modernistic. 


RYING to describe some of the convolutions and 

evolutions of these interesting racks upon which 
hosiery is hung for all the world to see and be inspired 
to buy, we discovered that words were inadequate to 
describe the twists and turns, the odd angles and what- 
not that modernists have put into these fixtures. 
Words won't take the curves that these modern stands 
do or break off into angles that look for all the world 
like problems in geometry, but which apparently add no 
end of eye appeal to a fixture. 
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SAND Turns 


1 He \nvented Geometry, Apparently 
osiery \Display Fixture Designers 








Basis Wf I nspiration 


} 

| 
or } So we had our staff artist take a day off and sketch 
ay j ul the unusual hosiery fixtures she could find in New 
as York’s leading show windows. Here is the result. You 
n- | may like them or you may not, but at least after looking 

at them you will know what real modern, pedigreed 

p- New York show window fixtures for hosiery look like. 
he 
et OST of these modern fixtures are of metal, either 
at in wrought iron or polished steel effects. Those 
ed that are made of wood are more adaptations of conven- 
ed | tional display stands by a little more angularity than 
v~ ; usual than they are of really new ideas in fixtures. The 

| lightness and grace of the metal fixtures seems to fit 

more into the mood of zephyr like chiffon stockings 

nd | than do the heavier looking wooden fixtures. 
ch One advantage of these modernistic fixtures is the 
ed | fact that they contain so many little cross arms and juts 
to ) on which hosiery can be artistically arranged. In other 
it- words, it is possible to use one fixture for any number 
2S. of different effects, merely by draping the hosiery on 
ds. different parts of the fixture. Thus, a large quantity 
‘Id of fixtures is not necessary, a small number serving 
no admirably when a little ingenuity is used to obtain dif- 


ferent effects, merely by shifting the hosiery from one 
part of the fixture to another. 
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HE organi- 

zation ma- 
chine, set up 

by several manu- 
facturers of 


gage seamless ho- 


fine 


siery a couple of 
months ago to stim- 
ulate this product, 
was given a bit of 
oil last month, the switch was thrown and the machine 
began to function. At the first executive committee 
meeting called in mid-December by President D. L. 
Galbraith several things were accomplished. Chief 
among these was the appointment of Harry L. Kinne, 
who scarcely needs introduction to the hosiery trade, 
as manager of the organization. The name of the body 
was changed from Spiral Knit Hosiery Guild to “Ho- 
siery Guild, Inc.,” and the specifications committee was 
given definite objectives to work for in the matter of 
minimum specifications. Offices were opened at 366 
Broadway, New York, where the executive committee 
meeting wag held. Mr. Kinne is making his head. 
quarters in this office. 





David L. Galbraith, President 


R. KINNE comes to the Guild from a long career 

in the hosiery trade. Until recently he was gen- 

eral manager of the National Textile Distributors Cor- 
poration and prior to that served for nine years as 
hosiery and underwear buyer for Montgomery, Ward & 
Company. The preceding nine years he occupied a 
similar position with Young, Smyth Field Company, 
Philadelphia. Going still further back he was associ- 
ated with Marshall Field & Co., wholesale, Chicago. 
The specifications committee is understood to be 
working on minimum specifications for hose which 
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Hosi—ERY Guibtp 


Gers Gone 


Fine Seamless Organization Begins Work; 


Kinne Selected as Manager 


a a a 


will carry the “hall-mark” of the organization. The 
first specifications to be drafted will cover three differ- 
ent hose, each to be retailed at $1.50 a pair. One is to 
be a four thread, 300 needle stocking, another a seven 
thread, 300 needle, and the third a three thread, 320 and 
finer needle. Several members of the Guild will be pro- 
ducing 340 needle goods within the next few months, 


HE executive committee is comprised of J. Harvey 

Wilson, Richmond Hosiery Mills, Rossville, Ga. ; 
Fred Westcott, 
Westcott Hosiery 
Mills, Dalton, Ga. ; 
H. E. Katzenmoy- 
er, Fisher Hosiery 
Company, Reading, 


Pa.; F. Y. Kitz- 
miller, F. Y. Kitz- 
miller Hosiery 


Company, Reading, 
Pa., and Mr. Gal- 
braith. 

The specifications 
committee consists 
of Messrs. Kitz- 
miller and Katzen- 
moyer, and Thomas 
W. Buck, of the 
Thomas. W. Buck 
Hosiery Company, 
Philadelphia, Pa. 





Harry L. Kinne, Managing Director 
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THE CLEVER SHOE RETAILER 


Knows Women Appreciate 


KNITBAC Hosiery Repair 
And He Profits By It! 





HERE is no more effective service for 





your hosiery counter than the instal- 
lation of KNITBAC repairing. 


Your women customers will appreci- 





ate being able to have their stockings 
flawlessly repaired of runs and pulls, 
They will tend to purchase more expen- 
sive hose when they know each repair 
is guaranteed. You will build prestige 
for yourself—satisfaction for your cus- 
tomers—and they in turn will tell their 
friends. 

Be the first in your town to install 
KNITBAC—you will find, as hundreds 
of other hosiery buyers have, you can 


double your business in a year! 





FOR INFORMATION WRITE TO 








GOTHAM KNITBAC SERVICE CO., INC. 


508 FIFTH AVENUE, NEW YORK 
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TROJAN HOSIERY MILLS 
ANNOUNCE NEW PRICE POLICY 
ON 42 and 45-GAUGE STYLES 


TIMES like these we feel it is al- 
most a patriotic duty forall retailers 
to offer the very best merchandise to 
the consumer at the very lowest prices 
possible, consistent with good busi- 
ness, in order to stimulate the pur- 
chasing power of the public. 

With this thought in mind the Tro- 
jan Hosiery Mills want to co-operate 
by passing on to the retailer, not only 
the ordinary benefits of manufactur- 
ing efficiency and volume production, 
but the additional savings and effi- 
ciency in manufacture made possible 
by larger purchases planned farther 
in advance. 

The Trojan Hosiery Mills have 
always had a one-price policy, be- 
lieving that Whenever goods have to 
be sold at different 


chant who bought only 50 dozen. 

To be in tune with the times we 
voluntarily wish to make a change 
which should be fair to all and still 
permit the Trojan Hosiery Mills to 
maintain their reputation as a “‘one- 
price policy” institution. 

We announce herewith our prices 
and styles, for the 1930 spring sea- 
son, which became effective De- 
cember 1. 

Our new price policy is simply 
this: We will have our regular price 
and our special “season-volume” 
price. ... Any retailer, syndicate or 
group-buying office will be entitled 
to this special “‘season-volume” price 
on any style, where the amount used 
during the season of six months 


totals a minimum quantity of 1,000 
dozen. 

In all cases, orders will be entered 
at our regular prices and retroactive 
adjustment to the special “season- 
volume” price basis will be made 
as soon as complete non-cancellable 
specifications and details are fur- 
nished for the minimum quantities, 
and after 40 per cent of the minimum 
quantity has been shipped. 

By getting these blanket orders and 
specifications in advance we will be 
able to plan our production in a way 
that will make possible the savings 
which we propose to pass on to 
the retailers who are helping us 
make these economies. 

In a matter of a new policy of 
this importance, 





ro 





prices to merchants 
under like condi- 
tions, it could only 
be regardedasareflec- 
tion on the product. 

In the past, how- 
ever, we believe we 
have carried our pol- 
icy too farinthatthe | 
price has been the 
same to the merchant 
or chain which has 
bought 50,000 dozen 








SPRING PRICES ON 42 AND 45-GAUGE STYLES 


Terms—Net 10 E. O. M. 


Regular Special Season 


Price 
Style 953—42-Gauge 5-Thread All-Silk Chiffon. ..... ssse+++- $10.00 
Style 954—42-Gauge 4-Thread All-Silk Chiffon...... atin ikon 10.00 
Style 821—42-Gauge 5-Thread All-Silk Chiffon with Picot Top 10.50 
Style 824—42-Gauge 4-Thread All-Silk Chiffon with Picot Top 10.50 
Style 92 1—42-Gauge 4-Thread All-Silk Chiffon with Picot Top 
nd Sie Back MeMe.. cccccccccccccccccccessoscccocosess 11.00 
Style 86 1—42-Gauge 4-Thread All-Silk Chiffon with Picot Top 
Silk-Back Hem, and Paris Lace Clocks ......se+eseeeeess 13.00 
Style 42 1—45-Gauge 4-Thread All Silk Chiffon with Picot Top 
and Solid Silk Hoel ...ccccccccccccsccccccccoscesococece 11.50 
Style 411—45-Gauge 4-Thread All-Silk Chiffon with Picot Top, 
Silk-Back Hem and Solid Silk Heel....... scscccososscoss 612,808 


39-Gauge Styles—New price policy does not apply on our 39-Gauge 5-Thread All-Silk 
Chiffon (Style 561) on which our price remains $9.25 and on our 7-Thread Lisle-Top 


(Style 231) on which the price remains at $8.75. 


undoubtedly in time 
some slight revis- 
ions will be re- 


Volume Price quired, but in the 


$9.75 meantime, it is our 
hn frank, honest ef- 
10.25 fort to deal with 
10.75 this problem on the 
— same open and 

above-board plane 
11.00 : 

which we have al- 
11.50 








ways endeavored to 
have characterize our 





business. 





as it was to the mer- 





ne ee — 


385 Fifth Ave., New York : TROJAN HOSIERY MILLS, INC. - Mills at Indianapolis 
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q 
Vogue for Matching Shoes and Bags 
Exactly to Carry Through 
the Season 
+ > > 
, HE vogue for matching shoes and hand-bags, begun 
in Paris two or three years ago has not yet reached 
its peak. The outlook for the sale of matching sets of 
bags and shoes for the rest of the winter and for next spring 
ind summer is better than ever, according to shoe manufac- 
urers who supply these sets, and merchants who handle 
them. In the highest grades the best results, experience 
has demonstrated, are obtained 
vhen the shoe and the bag match 
‘xactly ; that is, not only match in Here we have a clever 
color but in material and design. combination of suede 
Not every shoe design is and overlaid lizard in 
| adaptable to bag design, but a pattern which lends 
} since the matching of the shoe itself both to shoe and 
and bag is not a volume business, bag construction 
sufficient designs can be found 
q 
| 
| 
/ 
i 
| 
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Photos by Joel Feder 






in shoes to reproduce in bags and thus give the cus- 
tomer a real matched set. 

Shoe and bag houses that work together have 
achieved some excellent results. While the guiding 
design is usually that of the shoe, there have been 
numerous instances of a design making its first ap- 
pearance in a bag and later being adapted to the shoe. 

The shoe trade has been fortunate in getting bags 
to match shoes this winter, due to the widespread 
use of materials, principally suede, which can be 
used successfully in both pieces of merchandise. 
This “lucky break,” if such it can be called, will 

carry through the com- 


ing spring and summer 


The vamp of this when such materials as 
pump with its chevron shantungs, linens and 
stripes of patent similar fabrics, which 
leather and_ broader are as workable in bags 
decoration of lizard is as they are in shoes, will 
repeated exactly in the play a conspicuous part 

matching hand-bag in the fashioning of foot- 


wear. 
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LEANING out the old season’s stock of hosiery is 
easy for the Stetson shoe shops in Chicago. These 
stores follow the usual custom of reducing prices early 
in January to clear out their old stocks. Previous to 
a general announcement of the January clearance sale, 
these shops send out to their charge customers a 
post card, similar to the reproduction shown below. A 
simple line cut of the drawing is made and printed in 
colored ink on the regular one cent post card. The ex- 
pense is small and a large number of patrons are 
reached by the card, which is practically a privilege 
card, giving the holder the right to obtain the reduced 
prices on purchases a few days before the sale is thrown 
open to the public. There is no quoting of prices on 
the card, for Stetson customers know that the reduc- 
tions are considerable and represent a real saving of 
money. . 

The reproduction we show was that of the card used 
different 


last year. A drawing is 


at the F. E. Ballou.Co. shoe store, Providence. So 
keen is the competition that one man took out two 
dozen stockings to sell to his friends in order to boost 
his standing. Every day the standing of the men is 
posted on the store’s bulletin board. 

One other thing that merchandise manager E. J. 
surrell has found conducive to maintaining the inter- 
est of the shoe salesmen in the hosiery department is 
the working out of a quota that each man tries to equal 
or better. This is reckoned from last year’s figures 
and is based on a certain increase in pairs sold. So far 
the men have done their part. The nice increase 
shown in the hosiery department the past year is in a 
large measure due to this close cooperation from the 
boys on the floor. 

Other things, of course, enter into the 
business in stockings. Even the best coached sales- 
force couldn’t suggest extra sales unless the merchan- 

dise was right. Budgeting the pur- 


increased 





used each year. Here is an idea that 
can be copied easily and cheaply, and, 
based on the experience of the Stet- 
son shops, is a most profitable one. 


Ca 


chases so that a continuous flow of 
new goods are always coming in not 
only makes for a good six times 
& stock turn, but for that attention 
getting sales argument of “Here is 





° ad aad Hee shee e! pat hope something new.” 
N extra prize of a $2 tie, in addi- Stets Ops 
, this holiday ~ o ¢ ¢ 
tion to the sapiler 5 per cent $ brin 
roy T is surprising to know the con- 


commission, to the salesman who in- 
troduces the most customers to the 


hosiery department, works out well 


you 





, ef ak in a 
7 Gov s7e 


ppinkss, 


fidence that a customer will put 


hosiery girl after she has 
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ys SMART TO GIvet 


Goip Strives 


Bridge Prizes 





Quite a nice business can be developed in hosiery as bridge prizes, 
but it is necessary to exploit the idea to the public. This was done 
recently in the Gotham, New York, shops, with excellent results. 
Suggestion of hosiery as bridge prizes was made in advertisements 
and in the window trim shown above. Stockings packed in boxes and 
tied with ribbons on which are printed in red and black the regulation 
suits, and also a filled stocking bag, get across the idea to the public. 
Regulation playing cards, showing both fronts and backs, help to 
give color to the window and also aid in exploiting the idea 


proved worthy of that trust.” observed Miss B. Maher, 
who is in charge of the hosiery department in the 
Sterling Shoe Store, Providence. 

What caused that remark was the attitude of a 
pleased customer just leaving the counter. The cus- 
tomer was having a hard time deciding on a shade that 
would harmonize with her new coat, when Miss Maher 
asked if the new dress would not hang below the coat. 
That suggestion clarified the question so a quick sale 
was completed. 

Hose buying in conjunction with the shoe colors and 
materials the store has selected, allows the two depart- 
ments to work in close harmony. 
tive in our assertions that a certain hose color is right 
for a particular shoe, that positiveness is sue to be 
made manifest in our sales talk in such a manner that 
the customer will instinctively agree with our opinions,” 
said Miss Maher. It might be added that this young 
lady gives this publication considerable credit for guid- 
ance in forming her pre-season fashion views. 


“When we are posi- 


od od od 


HREE times a day, a hosiery shop on the North 
Side of Chicago changes its windows. This fre- 
quency of change, the store has found, speeds up sales. 
The theory for the plan is this: When a woman 
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inspects a display and sees nothing in it she likes, she 
no longer is a potential customer, unless there is some- 
thing new in the window when she passes by the store 
again. 

Instead of changing its entire display completely at 
certain times of the day, the store at intervals merely 
takes one item out of the window and substitutes a fresh 
item for it. By the end of the day, however, a com- 
plete change has been made three times. 


* aa od 


N going around the department stores, a growing 

tendency toward having a separate hosiery depart- 
ment, located in the shoe department, is noted. Such 
an arrangement at Neusteters, Denver, is working out 
fairly well. The best results, shoe buyers say, come 
when a different brand of hose is carried in the shoe 
department, from that which is carried in the main 
hosiery section. 

Again, when this shoe-hosiery department is mer- 
chandised by the shoe buyer, much better results are 
obtained, than when it is handled in the regular hosiery 
section. Numerous checkups have proved that when 
supplementary hosiery departments are located in shoe 
departments, they never affect the sale in the regular 
hosiery section. 
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THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 


Sheer Service 
ALLEN-A 
. Light Gunmetal 1. Light Gunmetal 
. Sable 2. Gunmetal 
. Gunmetal 3. Sable 
ARTCRAFT 
. Masque 1. Masque 
. Embassy 2. Gunmetal 
Rajah 3. Tangier 
. Beige Blond 4. Beige Blond 
. Perique 5. Mushroom 
BELDING HEMINGWAY 
. Almora 1. Light Gunmetal 
. Boulevard 2. Almora 
. Duskee 3. Crystal Beige 
CORTICELLI 
. Duskee 1. Duskee 
. Almora 2. Gunmetal 
. Gunmetal 3. Sable 
. Sable 4. Almora 
. Crystal Beige 5. Crystal Beige 
DEXDALE 
. Rose Taupe 1. Rose Metal 
. Rose Metal 2. Rose Taupe 


3. Oriental Beige 
4. Brown Beige 
5. Rusty Brier 


FINERY 

Sable 1. Sable 
. Boulevard 2. Light Gunmetal 
. Light Gunmetal 3. Almora 
. Duskee 4. Boulevard 
. Almora 5. Misty Morn 

GOLD MAID 

. Ali Baba 1. Ali Baba 
. Boulevard 2. Boulevard 
. Gunmetal 3. Grain 
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. Gunmetal No. 1 


© © © 
Sheer Service 
GOTHAM 
. Sable 1. Sable 
. Duskee 2. Afternoon 
. Afternoon 3. Pawnee 
HARRIS 
. Ali Baba 
. Sun Tan 
. Turf Tan 
Ombrette 
. Dueotone 


HOLEPROOF 
1. Gunmetal No. 1 


. Mocca 2. Mocca 
. Ficele 3. Grain 
HOLLYWOOD 
. Light Gunmetal 1. Light Gunmetal 
. Sable 2. Almora 
. Almora 3. Sable 
. Gunmetal 4. Duskee 
. Duskee 5. Onion Skin 
IRON CLAD 
. Light Gunmetal 1. Light Gunmetal 
. Sable 2. Sable 
. Almora 3. Crystal Beige 
. Crystal Beige 4. Beach Tan 
. Manon 5. Manon 
KRANIT 
. Elephant Hide 1. Gunmetal 
. Duskee 2. Elephant Hide 
. Gunmetal 3. Crystal Beige 
. Sable 4. Sable 
. Afternoon 5. Beechnut 


KREUGER-TOBIN 


. Capucine Taupe 1. Duskee 
. Sable 2. Sable 
. Crystal Beige 3. Allure 
LARKWOOD 
. Boulevard 1. Ming 
. Beechwood 2. Boulevard 
Ming 3. Kaffa 
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Sheer Service 
McCALLUM 
. Gunmetal 1. Gunmetal 
. Shadow 2. Shadow 
. Sunmode 3. Lava 
. Walnut 4. Copal 
. Vellum 5. Walnut 
MASTER PIECE 
. Storm 1. Goblin 
. Nutmeg 2. Nutmeg 
. Goblin 3. Cowboy 
. Caress 4. Grain 
. Cowboy 5. Gunmetal 
MOJUD 
. Light Gunmetal 1. Light Gunmetal 
. Manon 2. Manon 
Duskee 3. Miramar 
. Miramar 4. Bambon 
Sable 5. Duskee 
PHOENIX 
. Light Gunmetal 1. Light Gunmetal 
. Castor 2. Vanity 
. Vanity 3. Turf Tan 
Skin 4. Castor 
Copper 5. Peach 
ROSAINE 
. Light Gunmetal 1. Light Gunmetal 
. Sable 2. Duskee 
. Duskee 3. Sable 
SOCIETY MAID 
. Cedarglow 1. Cedarglow 
Light Gunmetal 2. Light Gunmetal 
. Sable 3. Sable 
. Burlwood 4. Burlwood 
Wrought Iron 5. Wrought Iron 
VANITY FAIR 
Sable 1. Sable 
Light Gunmetal 2. Light Gunmetal 
Manon 3. Almora 
Almora 4. Beach Tan 
Duskee 5. Gunmetal 
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HE National Better Business Bureau has taken the 

stand that the term “all-silk’”’ should not be applied 
to hosiery that contains any quantity, no matter how 
small, of any other material. 

A bulletin issued by the bureau, 
hosiery manufacturers, reads: 

“The bureau’s attention has just been called to the 
fact that hosiery retailers in a number of cities have 
advertised hosiery as ‘All-Silk’ or as ‘Silk From Top 
to Toe,’ when the hosiery offered was made in part 
of cotton. 

“The National Better Business Bureau recognizes 
that if the foot and leg of a stocking are made exclu- 
sively of silk, the public gets what, in effect, is a silk 
stocking. However, inasmuch as some hosiery is made 
entirely of silk, with no other fibers, we believe that 
the use of the term ‘Silk,’ or ‘All-Silk,’ or ‘Silk From 
Top to Toe’ should be confined to hosiery which is 
in fact made exclusively of silk. 

“In advertising silk hosiery which has cotton toes, 
heels and tops, or which is reinforced with cotton in 
the toes, heels and tops, the bureau recommends that 
these features should always be stated. 

“We feel that this is fair to all manufacturers and 
that it is fair to the public. 

“Tf any manufacturers disapprove of this recommen- 
dation, and are unwilling to apply it to their advertis- 
ing, we would appreciate hearing from them.” 


aN 


Orders have been placed for about $300,000 worth 
of new equipment of the very latest type by the Art- 


and sent to all 
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craft Silk Hosiery Mills. To house this extra equip- 
ment, plans are now being made for a third addition 
to the mills in Philadelphia. 

" 

Norman D. Waters & Associates have leased the pent 
house floor of the Lowell Building, located at 1140 
New York. 

The growth of their business has necessitated the use 
which Mr. 
will enable his organization to better 


Broadway, 
of greatly increased space, Waters believes 
serve the hosiery 
industry. 

Removal from their present quarters at 1123 Broad- 
way will take place the early part of January. 


aN 


After Jan. 1, 1930, Fedden Brothers Company will 
at 385 Fifth Ave- 
nue, New York, which is rapidly filling up with hosiery 
formerly were located at 392 


aN 


The James J. Gallagher Company, 93 Worth Street, 
New York, has become the selling agent for Edward 
H. Richardson, Devault, Pa., manufacturers of chil- 
dren’s anklets. The Gallagher firm also is the selling 
agent for the H. W. Anthony Company. 


as 


Twelve thousand pairs of full-fashioned silk hose, 
the initial shipment of the Walter Fred Hosiery Mills, 
Inc., Nashville, Tenn., left the mills early in December 


be located in new and larger offices 


concerns. The offices 
Fifth Avenue. 
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consigned to leading Nashville department and shoe 
stores and were placed on sale for the holiday trade. 

The first shipment of the new hosiery mills consti- 
tutes a stock nucleus that is being replenished each day. 

The introduction of the hose in Nashville is the first 
step toward national distribution, according to Mr. 
Fred. Orders have already been placed by leading de- 
partment stores of New York, Chicago, Detroit, Louis- 
ville. 

At present the company has an output of 5000 dozen 
pairs monthly. New equipment and machinery being 
added promise to increase the production to 20,000 pairs 
during 1930. (UTPS) 


A new pattern in 
boys’ seven 
eighths hose, all 
mercerized lisle 
and 12 color 
com binations. 
From the John 
M. Given Com- 
pany 





The wholesale house of Breyer & Son, formerly lo- 
cated at 63 First Street, San Francisco, has moved to 
40-42 Fremont Street, San Francisco, Cal., where much 
more space has been taken over than was formerly 
available. This concern handles hosiery lines for women 
and children in conjunction with other apparel lines. 


aN 


Frank Kasala and George A. Nichols, both formerly 
with the Goodman Specialty Company, Los Angeles, 
Cal., have engaged in the wholesale hosiery and men’s 
furnishing goods business on their own account as the 
Kasala, Nichols Co. Quarters have been taken over 
at 754 South Los Angeles Street. 

aN 

Arnold Poppic, Commercial Building, San Franciseo, 
Cal., has added hosiery to his accounts and has been 
made selling representative in the territory from Den- 
ver west for the Rex Hosiery Company, Cleveland, 
Ohio. The new sample lines have been received and 
he will shortly visit the trade in the Pacific Northwest. 
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The Holeproof Hosiery Company, Milwaukee, has 
placed additional orders for H. S. L. full-fashioned 
machines, according to Alfred Hoffman, Inc., American 
agents for these machines. 


&® 


The Elliott Hosiery Company, New York, has taken 
over the William C. Alexander Company, Inc., hosiery 
distributors, and W. C. Alexander has been named 
vice-president and director of sales for the Elliott con- 
cern. Mr. Alexander has had a long business experi- 
ence in the hosiery industry, having served as buyer 
for several leading stores before entering the hosiery 
business under his own name ten years ago. 


aN 
J. Kugelman, president of the Artcraft Silk Hosiery 
Mills, was married on Nov. 29, 1929, to Miss Ruth 
Brill, in the Grand Ballroom of the Ritz-Carlton Hotel, 
New York. Mr. and Mrs. Kugelman immediately 
sailed for a honeymoon trip abroad. 


a 


Dates for the 24th Annual Knitting Arts Exposition 
at the Commercial Museum, in Philadelphia, have been 
set for May 12 to 16. These dates are later than usual 
because of the late Easter this year. According to 
present indications, the exhibit of machinery this year 
will be larger than ever before. 


aN 


Rollins Hosiery Mills, Des Moines, Iowa, are com- 
pleting plans for their new one-story and basement, 
brick and steel, 119 x 164 ft. mill addition, reported 
to cost in excess of $75,000 with equipment. 

AN 

The Miller Hosiery Company have just given out 
contracts providing for a new addition to their Beth- 
ayres Mills. 

The new building, which is scheduled for comple- 
tion within the next ten weeks, will practically double 
their operation and production space, and promptly 
upon completion the company plans to considerably 
increase their Bethayres production. 

As the first step in this program of increased pro- 
duction, six additional 45-gage machiries are to be in- 
stalled during the months of January and February. 


ay 


Miss Bettina J. Vigleze, for five years a fashion 
writer in the advertising department of Stern Brothers 
and later with Saks-Fifth Avenue in the same capacity, 
has been appointed advertising manager of the Gotham 
Knitbac Service Co., succeeding E. H. Salk, who re- 
cently resigned. 

KS 


The May Hosiery Mills, Nashville, Tenn., in line with 
the policy of selling direct, has discontinued selling 
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through the H. D. Thomas Company in Chicago, and 
will open, early this year, their own Chicago office at 
176 West Adams Street. The new office will be in 
charge of William Bangs and Gordon Parsons. 


a 


The Mavis Hosiery Company, Inc., and The Mavi.- 
Deal Company, Inc., removed their offices on Dec. 26 
from 19 Madison Avenue, New York, to new and 
larger quarters at 14-16 East Thirty-eighth Street. 


aN 


Edward S. Mitchell, president of Edward S. Mitchell, 
Inc., full-fashioned hosiery mill agents, 220 Fifth Ave- 
nue, New York, died on Saturday, Dec. 21, after a 
short illness. Mr. Mitchell’s death came as a distinct 
shock to his family and business associates. 

The long-established business which he headed will 
be continued under the direction of Byron E. Bermas, 
vice-president of the firm, assisted by Albert E. Smith, 
who has been associated with the firm for a lengthy 
period. 











Novelty jacquard checked 
infants’ socks, contain- 
ing combination of four 
colors and covering a 
wide color range. Im- 
ported from Germany by 
the Mojo Cadet Com- 
pany, Inc. 


a ma & 


MORE SUN=TANS 
FOR SUMMER 


[CONTINUED FROM PAGE 85] 


are being modified to tomato rust tones this season. 
Reptile shoes are attractive with these costumes and 
stockings in gray beige or rosy beige are most pleas- 
ing. If the stocking shade is toward the yellow, the 
effect is not good. Patou’s mannequins wore a very 
neutral stocking color with capucine costumes last year. 
For the yellow greens which are selling in volume, a 
beige stocking without pink is worn. With blue greens, 
the same hosiery colors may be worn or the stocking 
with rosy cast is also pleasing. With olive greens, 
neutral colors are best. 
There is always a question of what to wear with 


HOSIERY AND ACCESSORIES 
SECTION 








Fairy Forms are especially effective in showing the 
attractive heel patterns now so much in vogue, 


Make Your Displays 
Sell More Hosiery! 


HE striking poise, natural shape and flesh- 

like tint of Fairy Forms get instant atten- 
tion for your hosiery displays. Fairy Forms 
suggest action and get action—in the form of 
faster sales. They are perfectly balanced and 
weighted in the toe. They stand anywhere 
without support. Each form is molded of shell- 
like Fairylite which is smooth and can be 
washed whenever necessary. 


Thousands of hosiery retailers are adding 
greater sales power to their displays with Fairy 
Forms. They'll put more snap in your dis- 
plays, too! 


Your jobber can supply you, or order direct 
from us. Made in seven models. 


SHOE FORM CO., Inc. 
Auburn, New York 


Unrtep Last Co., Ltp., Montreal, Canada 







Sell 


. 
PROTECTED BY AMERICAN Hosiery AND FOREIGN PATENTS 
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gray. A new note is to combine pearl gray with cocoa 
brown. Schiaparelli did this cleverly in a sports cos- 
tume this winter. A soft grayed brown like walnut is 
a high style stocking color to recommend for gray 
although the gray beige shades are perfectly correct 
and occasionally a well dressed woman wears a cold 
gray tone with a gray costume and looks well. 

Of all costumes in a woman’s wardrobe, perhaps 
afternoon dresses are most intriguing and do the most 
for women. Prim spaced prints, flamboyant floral pat- 
terns, ruffles, bows, longer gloves, the new very high 
heels on pumps and sandals—all these simply cry for 
lovely stockings in soft delicate tones. When the after- 
noon dress is pale, we consider that stockings should be 
pale also. Many odd and subtle color combinations in 
chiffons designed for afternoon such as dahlia and 
apricot, green and rose, brown and citron yellow, citron 
yellow and black—look best with the deeper of the 
medium hosiery tones. 

Smart stocking shades for evening are skin colors 
and, since electric lights tend to diminish the apparent 
depth of color, we recommend tones of medium depth 
as smartest. Some women will insist on colors as pale 
as beige clair though we prefer tones at least as deep 
as Nuda. The average well dressed woman will prob- 
ably wear stockings in medium tones. Dark colors in 
hosiery are ultra smart for occasional wear. 

Since most momen try on dresses in several colors 
before buying one and the color most artistically cor- 








AVOID 
DAMAGE 
CLAIMS 


By Using 


SALISBURY’S 
PINLESS SLIP-ON 
HOSIERY TICKETS 


PRICK FINGERS 
START RUNS 


NO PINS TO 


Write for Samples and Literature 
NOW 


Salisbury Mfg. Co. 


P. O. Box 1523, Providence, R. I. 
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rect and suitable for them is usually the one that they 
like best, it is by no means a rare occurrence to see 
women wearing correct dress colors for their types. 
Quite often, however, the wrong stocking colors are 
being worn. This is due in part to the fact that stock- 
ings cannot be tried on before purchasing and the 
average woman buys a shade because it appeals to her 
and not because it will look well with any dress in her 
wardrobe or with her complexion. We believe that a 
wise rule for any salesgirl to follow is to recommend 
hosiery colors that will look will with the woman’s 
complexion and that are of the depth that will harmon- 
ize with, or as the customer often puts it, ““match”’ the 
dress color she describes. 


ao mae & 


NEW PUBLICATION 


American Directory of the Knitting Trade in the United 
States and Canada, 1929. Compiled by Te-tile 
World; Bragdon, Lord & Nagle Division of Mc- 
Graw-Hill Publishing Co., New York. Price, post 
paid, $2. 

For the forty-seventh year this annual authoritative 
publication makes its bow to the trade. The 1929 edi- 
tion represents as usual a complete revision of the data 
contained in the previous edition, so that all informa- 
tion published in the book regarding hosiery and knit 
goods manufacturers in the United States and Canada 
is entirely up-to-date and accurate. 

The most important section of the book is, of course, 
the compilation of these manufacturers, grouped by 
States and alphabetically by towns under each State. 
In addition, the complete alphabetical index to all these 
manufacturers enables easy cross-references to the geo- 
graphical section. 

An entirely new feature of the 1929 edition is a page 
giving approximate number of mills in each State 
manufacturing hosiery, underwear, etc., in tabulated 
forms. 

Another valuable feature in the 1929 edition is a list 
of chain store companies operating three or more stores 
and handling knit goods. The address given in this 
classification for each company is the address of the 
buying headquarters. 


a a 4 


GETTING A 12 
TIMES TURN 


[CONTINUED FROM PAGE 86] 


to its members a pair of hose of the newest style. 

Members of the club are entitled to receive each 
month a pair of Picot top, all-silk chiffon hose in the 
newest shade. The idea of being furnished with the 
newest shades of hosiery as sponsored by New York 
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and Paris appeals to many women. Once a person 
joins the club the pair of hose is sent each month 
directly to the home. 


HILE the stockings are regularly sold for $1.75 

members of the club pay only $1.65, or if three 
pairs are desired, a three pair box is furnished for 
$4.85. 

Bills are sent monthly for 12 months after which 
the person may rejoin as a large percentage of mem- 
bers have already done. Membership may be termin- 
ated at will, and the merchandise may be returned for 
exchange or credit within ten days of its receipt. By 
these terms the member really is not bound by any 
agreement by which she will have to pay for and keep 
the particular pair of hose in case she does not care 
for the shade. 

“While we have not advertised this club to get new 
customers, we have made many new friends through 
our regular customers who are members and who like 
the idea. As the plan of the club is quite difficult to 
describe in a newspaper ‘ad,’ we have confined our 
publicity to window tie-ups with a mention of the club, 
to distributing circulars to our store customers, and to 
the large amount of word-of-mouth publicity given us 
by our customers. 

“The circulars distributed as an announcement played 
up the “new” angle, describing it as ‘Something new 
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—Something different’ and “The First Time in Provi- 
dence.’ These slants served to arouse interest in the 
‘new’ idea immediately. 

“Through the plan we have, however, made our 
former customers into more regular buyers of larger 
amounts. Women who formerly were buying an occa- 
sional pair of hose here became monthly purchasers. 
Besides the hose sold on the club plan, the same cus- 
tomers purchase other types of stockings—service 
weight, sports hose and such, which really make the 
customer into a substantial buyer. ” 


TOCK in the department is watched very closely, 

and not a bit of “dead wood”’ is allowed to accumu- 

late. Items are carefully checked so as to include 

enough merchandise to care for orders and yet that no 

extra capital is tied up in “slow sellers.” Every item 
in the department is turned once each month. 

All hosiery is kept in original boxes on wooden 
shelves, plainly marked and easily accessible. 

By these methods they have realized a constantly 
increasing hosiery business which recently necessitate< 
more space. With practically no advertising expendi- 
ture, they realize a stock turnover of once a month 
which shows that every item is kept moving, giving 
them a good percentage of profit. Business for the 
past year in the department has actually been several 
times larger than for the previous years! 











Two Hosiery Specials 


that will challenge competition 


in your January Sales 


$C)75 


No. B735 


An unusually high grade full- 
fashioned hose. MHere’s a 
popular number that will 
keep ’em coming. All silk 


chiffon from top to toe. 


All new spring colors. Write today for samples and color chart. 
Immediate delivery from Chicago stock. 


GOLD 














No. B555 


Here’s where you can offer 
wearing qualities plus. This 


Doz. medium weight silk service 
hose has fine mercerized nar- 
Net row lisle hem and foot— 


reinforced for wear. 





style. HOSIERY MILLS,Inc. 


























each 

1 the 319 W. Jackson Blvd., Chicago, Ill. 
1 the Mills at Cheltenham, Pa. 
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CAN YOU THINK.... 
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Mr. Hosiery or Accessory Manufacturer, 





of a better market for your product 





than over 20,000 progressive, 





Mi a 


profit-seeking shoe merchants? 





You don’t have to sell these shoe 











merchants the idea of combining 





hosiery, accessory and shoe sales— 








they are sold on that. Just sell them 





your product, through the 
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